flexible shoes 
wear longer/ . 


Sul ow he out © Mine tires | “ wear oul fasten” 
It's the scuffing ING milla > ener by stiffness 
a [that wears out soles. The seniettahle<5 — 


Siti) of an Elect slice TERS tensive longer =: 
even wear CS ires * quiitiar & to the scrap aa 
CTY ees te Seite) tothe demo or bounce hock 
to the shoe store ’ FE when they get a shuffli 3 
i ve wear. Sole leather’ i is scarce 2 Ce 





od to ii maker. 


DEWEY & ALMY CHEMICAL CO., CAMBRIDGE. MONTREAL 





Spectator Model on 20/8 Wall Lost 
with Square Continental Heel 
b 


y 
Laird, Schober & Co., Inc. 
Haverhill, Mass. 


Hubschman’s Tandrite Calf, 
Color No. 953 


To get off to @ good sales start, 
get footwear fashioned of 


TANDRITE CALF 


Rich, lustrous, pace-setting colors—sleek, spirited, 
satiny finish — and long lasting, thoroughbred 
beauty —makes shoes of Tandrite Calf out-in- 
front favorites all over America. 

When you back shoes of Tandrite the pay-off 
is in profits! 


Te 








wn GINA BUCH 


IS “TOPS” IN STYLE 


AND QUALITY! 


IN STOCK < 


#5281—Childs Genuine 
White ay ~~ Blucher 
54-8, B, '’ Cc, D, E; 82-12, 
A, B,C, D, E 


R5281—Same with Wedge 
Rubber Heel 104-12, A 
to D 


When proud mothers want the Little Man and his attractive 
Sister to look their best, the velvety finish of Genuine Buck 
in the ‘Kali-sten-iks’ shoe illustrated is ‘tops’. It is a genuine 
Goodyear Welt, with quality materials all through, and 


made over our famous 3-point suspension lasts. 





Each pair bears 
this Genuine 


‘Kali-sten-iks’ shoes fit well, look well, and wear well! bee ’ i aad hah toe. 


natural result of conscientious craftsmanship! For the thoth- Pe 


ers who want the best for their youngsters these liftlg.shoes 


do give them more value and satisfaction for their money. 


They worthily sustain the reputation of good shoe merchants 
for good values. ‘Many now find that the line as a whole is 
one of their Capital Assets. 


THE GILBERT SHOE CO. 
THIENSVILLE, WISCONSIN 





second class matter November 23, 1932, at the Post Office in Philadelphia under 
dian War Exchange tax—making total of $3.50.) 





10,000 STEPS A DAY! 


That’s a lot of walking but most housewives take at least 
that many steps each day. And with each step millions of 
women are enjoying the extra comforts and advantages 
of shoes made with CELASTIC. By conforming to the 
toe lines of each pair of lasts and by maintaining this 
lasted contour, CELASTIC preserves the design of the 
maker when Matched Pairs go into Action. 





EVERY PAIR OF SHOES WITH CELASTIC RESPONDS TO FEET IN MOTION 


This popular shoe type, made with 
CELASTIC, brings assurance to maker, 
merchant and wearer that there will be 
toe comfort during the entire time the 
shoe is worn. Because, doubler, box toe 
and lining are fused together into a light 
but strong structural unit, linings stay 
smooth — toes stay comfortable. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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~~ TUSCAN $6.50 
A Danie! Green Outdorable 
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DANIEL GREEN S'tippers 
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SB ways To 


Keep ’em 
Selling 


I Be sure your summer stock of 
Daniel Green slippers is made up 
of a well-balanced selection of all 
three kinds . . . Comfys for the 
bedroom, Jndorables for leisure 
wear, Outdorables for all outdoors. 


2 Tie in with Daniel Green’s 
widespread and consistent national 
advertising of the best-selling num- 
bers in each of these three slipper 
groups. (See our August and Sep- 
tember magazine schedule below.) 


3 Feature these three Daniel 
Green models in your own Back-to- 
School store promotions. (Vogue 
August 15th page will also show 
“The Bambi.) Write now for 
newspaper cuts, mounted proofs 
and display material. 

DANIEL GREEN COMPANY 

Dolgeville, N. Y. 


As Advertised in: 


Mademoiselle (August) 
. 

Vogue (August 15th) 
° 

Ladies’ Home Journal (Sept.) 
a 
Woman’s Home Companion (Sept.) 

* 


Christian Science Monitor Magazine 
(Aug. 1 and Sept. 5) 





THE LAST, foundation of shoe line and form, 
is a determining factor in the interpretation 
of style. At the United Last Company's New 
York Style Studio, an experienced staff keeps 
alert to the trends in shoe styling so that 
United last service to the shoe industry can 


be constantly up to the minute. 


What are the latest style indicators? 
From the heart of the nation’s shoe style 
center, veteran Bill Burger reviews to- 
day's fast moving events, notes changes 
which may affect last and shoe design. 
Many shoe men seeking guidance in the 
decisions before them find his 38 years 
of practical experience in the last and 
shoe industry give valuable support to 
his views. 


What heel heights are going to heed 
the list? How are upper patterns be- 
ing affected? Between trips into the 
field, Lloyd Brown (BROWNIE) finds 
these and a dozen more questions on 
the lips of shoe men visiting New York. 
His answers, based on a keen obser- 
vation of current style demands, are 
full of timely, useful style information, 





On your next visit to New 

York make a call at the Style 

Studio, Room 503 Marbridge 

Building . . . you will find it 

worth while. The number of UNITED LAST COMPANY 
visitors to the Style Studio 40 FEDERAL STREET, BOSTON, MASS 

has increased substantially 
each year since 1939 when 
this advisory and last styling 


TW Rk 


service was instituted. 
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Here's what 
you gain.. 


WITH CONSISTENT USE OF 


SHOE MACHINERY 
LUBRICANTS 





1 REDUCED WEAR AND BREAKAGE 
Using the right lubricant in the right way 


2 MORE CONTINUOUS PRODUCTION and at the right time keeps parts from 
wearing excessively and minimizes the in- 

3 REDUCED POWER CONSUMPTION convenience of factory tie-ups. 

Today it is more important than ever to make 

machines and parts last longer through 

5S MORE AND BETTER WORK proper maintenance and lubrication with 
specialized industrial oils and greases. 


4 SMOOTHER RUNNING MACHINES 


Dipcacidhiaadiameititihe tttesitceaite’d his LUBRICANTS ARE LIFEGUARDS FOR YOUR MACHINES 

your nea ask a rine fog ape Some shoe machines run at high speeds, starting and stop- 
r aco of “ ricants Recommended for use on 

= Mechines”. If you desire, he will also be glad ping suddenly, while others run more slowly but with parts 

to discuss means for achieving better, more effective under heavy pressure. Several lubricants made to meet 


lubrication in your factory. 
different conditions are desirable for most efficient opera- 
tion and maximum protection from wear. 
eC TAKE GOOD CARE OF WHAT YOU HAVE 
lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 


is vital. Make oil your 
Ammunition. 
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POLICING the price ceilings was 
attempted in New York City. Wo- 
men volunteer workers, housewives, 
social register matrons, college stu- 
dents, etc., were mustered for the 
battle against fifteen thousand re- 
tail stores in New York City. As 
Printer’s Ink put it: “There seems 
to be a definite move by profes- 
sional guardians of the consumer 
to high-pressure OPA Administra- 
tor Henderson into letting them 
and their cohorts act as policemen 
for price ceilings. Thus, every con- 
sumer with a grudge against any 
retailer or a dislike of nationally 
advertised brands, could get a 
chance to ‘get even.’ ” 

So they tried it in New York 
City. The first day’s work on the 
part of the volunteers was pretty 
much of a disappointing grind in- 
stead of the lark expected by most 
of the snoopers. There were, how- 
ever, some who were seriously in- 
tent on informing and educating 
retailers as to what must be done. 
By and large, it was taken as just 
another one of those opportunities 
for petty authority to assert itself. 

But on the second day it was 
something else again. The army of 
canvassers dwindled fast. At one 
recruiting station only two workers 
appeared for duty. One official 
said: “The Boy Scouts could just 
as well have done this job of dis- 
tributing thie leaflets.” Another re- 
cruiting official said: “The women 
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i Trade 


were disappointed by the fact that 
they were not to act as snoopers 
and showed dissatisfaction with the 
amount of walking they had to do 
to cover the retail districts.” An- 
other one said: “It’s a lot of tom- 
foolery.” 

* * * 
FOOTWEAR absurdities are out! 
It ain’t afittin’ for to mistreat good 
leather—to manufacture some de- 
signer’s brain storm so that some 
“twelve-pair Johnny” of a buyer 
can stick the hot shoes in the win- 





dow and hope to high heaven that 
some jitterbug of a girl will come 
in and say: “I want a pair... I 
want a pair.” There are enough 
scatterbrained little brats through- 
out the country who will buy any- 
thing that’s weird in pattern and 
wild in color—just so that the boys 
will whistle when they pass by. 
There will be plenty of beauty 
and little of folly in the footwear 
of war time sale and we quote an 
eminent authority, Edna Woolman 
Chase of Vogue: “Fashion doesn’t 
die because of wars; many of the 
best of them are created by war’s 
necessities. They wouldn’t be fash- 
ion if they didn’t conform to the 


spirit and the needs of the restric- 


tions of the current times.” 


WILLIAM L. BATT has been made 
vice-chairman of the War Produc- 
tions Board, the Board which ac- 
tually now has full control of the 
Army and the Navy Munitions 
Board, as well as the civilian econ- 
omy in the determination of the 
allocation of available supplies of 
materials. 

For some weeks past there has 
been a car card in the New York 
Subways: PRIVATE LIVES— 
showing a picture of Mr. Batt and 
this caption: “He is right hand 
man of the War Productions Board 
now—but until out of college, Wil- 
liam Batt used to resole his own 


shoes.” 
* - 7 


LEO M. CHERNE, Executive Sec- 
retary of the Research Institute of 
America, says: 

“When the war started, it took 18: 
men to provide the materials for 
every man in uniform. It was w*it- 
tled down to 14. If it has gotten 
down to five, you are just about at 
rock bottom level. But, taking your 
five, if you have an ultimate man- 
power force in 1943 of 6,000,000: 
in uniform, you are left with a body 
of 30,000,000 people who must be 
in war industry exclusively to sup- 
ply the materials, the munitions, the 


9 . 











clothing, the food for the 6,000,000 
in uniform. 

“The ultimate manpower plans 
for 1944 are, as all such plans, spec- 
ulative. At the present time, they 
are in the vicinity of 7,500,000 to 
10,000,000 men in uniform . Man- 
power mobilization will within the 
next few days start talking about 
things that nobody dared whisper 
three months ago.” 

. a. _ 
HERBERT LAPE, JR., president of 
The Julian & Kokenge Co., Colum- 
bus, Ohio—as far back as Septem- 
ber 14, 1939—wrote to his retail 
customers a message that had a 
measure of prophecy within it. . . 
things that have come true. Here’s 
what he said; and mark you how 
applicable it is today: 

“We, in the United States, will have 
to depend more upon our own resources. 
Because of the restricted foreign supply, 
raw material has advanced appreciably— 
with demand increasing as a result of the 
war. 

“It is our sincere advice that you do 
not become panic-stricken and by all 
means do not buy more shoes than you 
feel you can profitably sell in a given 
period. In the World War you were 
selling high shoes and the style element 
was not important. Today the element 
of style that has crept into the shoe busi- 
ness has made it extremely hazardous. 


In some quarters it is felt that the Euro- 
pean war may last as long as three 


Zz 


DAVID HARRIS, who was on the 
traveling research staff of Adamson 
Brothers and told the story of 
“Lastex” at many store meetings 
throughout the country, conven- 
tions, etc.—-is now doing an alto- 
gether different kind of work in 
the torrid swamp lands of the Gui- 
anas. He is in the service of con- 
struction. 

David writes that shoes are ter- 
ribly important; and where he is 
stationed they keep the doctors and 
natives busy digging out the “jig- 
gers” that get under the toenails 
and cause excruciating pain and 
infection . . . which, by the way, 
leads us to recommend a book by 
Charles Morrow Wilson called: 
“AMBASSADORS IN WHITE,” a 
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SHOES AND SHAVES 


Tus 1% CERTAMLY A TOver 
. WAR 


—Recently saw an old photograph 
of a championship college crew 
of the class of 1860. 

—Every man had a bushy beard of 
one shape or another, as well as 
a flowing mustachio. 

—It's a safe bet that Gillette or 
Schick or Eveready, if they were 
in business at that time, were not 
the profit-makers they are today. 

—But what of tomorrow 

—Annual production of razors is 
about 10,000,000. 

—And the steel thus used would 
make more than 30 million cart- 
ridges the brass used in making 
our razor would do for three 


tions on razor uction will 
bring back the bushy beard and 
the mustachio. 

—Heaven forbid! 

—But, thank goodness, the men of 
1860 wore shoes, the men of 
1942 wear shoes and the men of 
Hey we wear = 

—There's plenty of shoe uction 

— _ 


aT 


President 





story of American tropical med- 
icine. 

“From the Rio Grande to the 
Strait of Magellan live some 120,- 
000,000 of our Latin-American 
neighbors, of whom some 50,000,- 
000 are sick. Pitiful poverty, a 
submarginal standard of living and 
general malnutrition make that sick- 
ness not an occasional affliction or 
a temporary pestilence but a chron- 
ic condition of life, the normal 
framework of society. Here in the 
United States life expectancy. is 62 
years and 5 months; in Peru it is 
less than 32 years. New York City’s 
death rate for each thousand is 9.8; 
Santiago, Chile’s, 24.8.” 

Mr. Wilson’s deep conviction is: 
“Diet is the all-important factor in 
human life.” 


But back to David Harris .. . 
he has found his leather shoes and 
rubber footwear a great factor in 
maintaining his good health and 
anticipates that the influence of 
American footwear on the natives 
will be such that when the war is 
over, new markets will be opened 


up. 
. * ” 

CARROLL L. WILSON, Director 

of the Bureau ef Foreign and Do- 

mestic Commerce, says: 

“Some people have suggested 
that we ought to cut out all brand 
names for thé duration of the war. 
We don’t believe that at all in the 
Department of Commerce. There 
are too many companies that have 
sunk millions of investment in these 
brand names, too many customers 
who have come to rely on a brand 
name as a standard of quality, and 
so forth. Now, if you eliminate 
those entirely, you will have a devil 
of a time after the war to get 
straight again. I think you can do 
it; you can keep up brand names 
without excessive expenditures in 
advertising, if you use ingenuity.” 


+ on * 


ACCOMMODATE your store hours 
to the needs of your public. With 


LETS ALL GO SHOPPINg TonieuT ! 

















sO many men and women in war 
work, shopping time is limited to 
twilight time. Who would have be- 
lieved that in hot New York, in mid- 
Summer when stores on the Avenue 
are usually emptiest, that an insti- 
tution like SAKS FIFTH AVENUE 
would advertise: 

“SAKS FIFTH AVENUE WILL 
REMAIN OPEN THURSDAY 
NIGHTS UNTIL 9 P. M. 

“BECAUSE WOMEN IN NEW 
YORK HAVE NEW CAREERS 
taking the place of men in business, 
in defense work . . . or in full days 
of service with volunteer and wel- 
fare organizations . . . taking 
courses in first aid, nurse’s aid, 
transportation, ete... . . and still 
managing the household. All full 
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time, demanding jobs . . . with no 


time off for shopping. 

“BECAUSE MEN IN NEW 
YORK ARE DOING DOUBLE 
WORK solving the new problems 
of production, supply, priorities, 
ceilings . . . and covering the jobs 
of the men called to service . . . 
with all their extra time in civilian 
defense work. Men have always 
been forced to shop at odd free 
moments during the day . . . now, 
even these are gone. 


“THEREFORE, TO PROVIDE A 
CONVENIENT SHOPPING TIME 
Saks Fifth Avenue will remain open 
Thursday nights, with our full staff 
anxious and happy to help you shop 
quickly, comfortably, pleasantly. 

“TO COMPENSATE OUR LOY- 
AL EMPLOYEES for these evening 
hours, Saks Fifth Avenue will not 
open until twelve o'clock noon on 


Thursdays.” . « « 


J. D. KEMPER, Credit Manager for 
Mandel Bros., Chicago, Ill, says: 

“With a national income of 9444 
billion dollars in 1941, an increase 
of 22% over 1940, the prediction 
for 1942 was 110 to 115 billion. It 
was estimated that even with a 
greatly increased cost of consumer 
goods, a continuing rise in the cost 
of living, and a tremendous Fed. 
eral tax burden, there would still 
be in the hands of the public an 
excess purchasing power estimated 
at all the way from 11 to 20 bil- 


lions of dollars.” 


MICHAEL SCHAAP, president of 
Bloomingdale’s, N. Y., said re- 
cently that rules promulgated by 
the Federal Reserve Bank do not 
limit purchases by charge accounts 
nor do they end installment buying. 
The regulations only state that all 
purchases on a charge account must 
be paid for by the tenth of the sec- 
ond month after the purchase. “This 
will affect only a small percentage 
of charge customers,” he said. If 
the purchases are not paid for 
within the time limit, Mr. Schaap 
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said, the account will be frozen 


until it is paid up. He also stated 
that one month’s balance can be 
turned into an installment account 
and when it is paid up, additional 
purchases can be made. 

7 


LEE BUCKINGHAM, New York 
State Director of OPA, said at the 
Seventh Annual Conference of the 
National Federation of Sales Exec- 
utives : 

“Rationing is not a simple prop- 
osition, and it isn’t a pleasant one. 
It is, in fact, contrary to the very 
principles upon which the founda- 
tion of this country rests. But it 
has been deemed necessary by those 
who are in position to know, and 
it follows that in this emergency 
each of us must cooperate to the 
limit of our abilities in making it 





“I think it is an interesting phase 
of American psychology that in nor- 
mal times, as soon as a law or reg- 
ulation is promulgated, most of us 
either actively or passively will 
begin to scheme out plans whereby 
this law is applicable to every one 
except ourselves. I do not wish to 


imply for a minute that our instinc- 


tive desire is to evade any law, but 
I incline rather to the belief that 


the reason lies in the inherent love 
of competition which is in all of us. 
Nearly everything we do is done 
with a will to win, and the new law 
seems to provide an incentive for 
trying to take it to pieces. Normal- 
ly, this is a sign of keenness and 
progress and is to be encouraged, 
but in the case of rationing it is to 





be very definitely discouraged. Our 
technical rights and the ability of 
any of us to find a flaw in the reg- 
ulations must give way to the basic 
reason which accounts for its ex- 
istence. Frankly, to help effectuate 
regulations which have and will 
throw many persons out of work 
does not add to the enjoyment of 
those of us who have been called 
upon to assist. It is at times down- 
right heartrending. Let me say here 
that all of us realize the cruel 
way that rationing has affected the 
selling profession. It is, however, 
one of the vital essentials in the 
winning of the war quickly, effec- 
tively, and with the minimum loss 
of manpower. We suffer, yes, but 
what is our suffering compared with 
that of the soldier who lies crip- 
pled or perhaps slain on the battle- 
field because we civilians are using 
materials which would have pro- 
vided him with protection?” 
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"| hope he doesn't recognize me, I'm the guy who sold him a pair of tight shoes once, in 
civilian life." 

















* Washington Newsreel * 


ARMY conservation measures with respect to footwear 
have resulted recently in announcement that four- 
buckle overshoes have been changed in design so that 
a waterproof top has been substituted for the rubber 
top formerly used, and that tissue paper and boxes will 
no longer be used in shipping Army shoes. 

The substitution of waterproof tops will save an esti- 
mated 556,000 Ib. of crude rubber on each million pair 
purchased. Recent revisions in Quartermaster Corp 
Specifications for the last eight months will result in 
an estimated saving of over 12,000,000 Ib. of crude and 
reclaimed rubber in Army footwear. 


UNDER the new shoe packaging procedure, the same 
number of shoes will be packed to the case, but card- 
board shoe boxes and tissue paper will be eliminated. 
Only a small amount of paper will be used and this 
will be waterproof and arranged in layers inside the 
case, strengthened so that it can stand up under the 
rough treatment encountered in shipping. Approxi- 
mately 15c. per case in shipping costs will be saved on 
each shipment. 

RESTRICTIONS of WPB Conservation Order M-194, 
by which the War Production Board has taken control 
of the entire supply of domestic cattle hides, calf and 
kip skins, as well as buffalo hides, relate chiefly to 
tanners, although meat packers, importers and dealers 
are required to file specified reports on the disposition 
of the hides they handle each month. Imported cattle 
hides and calf and kip skins already are allocated under 
the General Imports Order M-63. Any tanner will be 
allotted a sufficient amount of hides to fill orders for 
leather for the Army, Navy, Maritime Commission, 
Panama Canal, the Coast and Geodetic Survey, the 
Coast Guard, the Civil Aeronautics Authority, the 
National Advisory Commission for Aeronautics, the 
Office of Scientific Research and Development, and 
Lend-Lease. 

To the extent permitted by the remaining available 
supply of hides, the allocation to any tanner will be so 
far as possible an amount equal to his proportion of 
the total number of hides put into process in the 
United States during the year ended June 30, 1941. 
<_ a 
WOMEN IN WAR 

These heavy hobnail boots and the heavy wool jumper 
uniform are a far cry from pre-war feminine apparel! but 
this woman corporal of a balloon barrage station in Eng- 
land believes in keeping up with the latest style trends as 
she fakes a few moments relaxation with a copy of a 
fashion magazine. 
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The order restricts the amount of hides a tanner may 
acquire by requiring the tanner to obtain permission 
from WPB to purchase hides. He must state in his 
application for such permission the quantities, classes, 
selection, and weights of hides he desires, and the types 
of leather or other products he proposes to produce 
from such hides. He also must state any substitutable 
grades of hides so that in event the hides he requests 
cannot be supplied, he may be able to obtain other 
suitable types. Applications must be filed on Form 
PD-569 and 569A. 


+ o * 


UNDER the new order a tanner may not tan any hides 
for any purpose other than for leather to be used in 
the products stated in his application for authority to 
purchase hides, unless the hides he obtains are found 
to be unsuitable for such purposes by a qualified ex- 
pert. Any tanner, who, in the past three years or 
during the operation of this order, has processed more 
than 100 cattle hides or calf or kip skins in any month, 
must report to WPB also on Forms PD-569 and PD- 
569A his monthly productions, sales, shipments, and 
the amount of hides he has in the possession, in transit, 
and on contract at the end of each month. 


BARK, obtained from hemlock, oak, chestnut and 
spruce is exempt from the provisions of the General 
Maximum Price Regulation, OPA announced last week. 
The bark from these trees is used principally by tanners 
and tanning extract producers and is peeled from felled 
trees only during a limited period in the late Spring 
and Summer months. In most instances, sales were not 
made during March, 1942—the base pricing period of 
GMPR. As a result, it is not practicable to establish 
maximum prices for this bark under the overall price 
regulation. For like reasons sales or deliveries of 
stumpage, logs and pulpwood were previously ex- 
cepted from GMPR. 
* o * 

THE leather footwear industry of Great Britain has 
been adversely affected by the number of men and 
women called for military and compulsory service, the 
Department of Commerce reports. The trade believes 
that few men under 40 will be deferred and that reten- 
tion of unmarried women operatives between 20 and 
25 years will be difficult. 

Advisory panels of employers and operatives have 
been meeting to consider labor problems of employers 
occasioned by the concentration of industry program 
and requests for deferment of operatives, but such 
meetings have not been particularly effective. 








THREE 


BASIC TYPES 


For the COLLEGE GIkL 


Busy days lie ahead of college girls this coming year. 
On scores of campuses they have already shown their 
willingness to do their part in the war effort by giving 
generously of their time to volunteer war work of many 
kinds. This Summer many of them are working on 
farms helping to meet the shortage of farm labor. Next 
Fall more extensive and better organized programs on 
many campuses will give them even more opportunities 
to do their share. The fact that their brothers and 
friends are already in the armed services, or soon to 
be called, brings the war very close to them. As to their 
regular academic work, these have gained new impor- 
tance to them as they realize that more jobs of all kinds 
will be open to trained women during, as well as after, 
the war. 

Yes, college girls in 1942 will be a pretty serious 
group. But that does not mean that they will have lost 
theif normal peace-time interest in clothes. They are not 
expecting to have as many clothes, it is reported by re- 
liable sources, but they will want what they have to be 
the best they can get. Quality and durability will be as 
vital to them as to their mothers and older sisters and 
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Date shoes, tailored to dressy, reading clockwise, begin- 
ning lower left: Walled last Rhythm Step pump with 
heavy ornament and stitching from Johnson, Stephens & 
Shinkle. High-riding Grayflex stepin with interesting 
vamp detailing from Gray Bros. Youthful, polished tan 
cal}, Paradise spectator pump from Brauer Bros. High 
heel sling pump with decorative stitching on and 
vamp. Mademoiselle from Carlisle. Square-heeled suede 
sandal on new very broad iast from Tupper. Low heel 
suede Custom Grade stepin with interesting vamp trim- 
ming from Walk-Over. Spectator type Collegebred stepin 
with folded tongue, perforations and white underlay 
from E. P. Reed. 


by ELEANOR RUTLEDGE 


for the same reasons. They will want their clothes to 
last well and to continue to look well. 

Types of clothes will be the same as usual—a good 
wool suit, more highly prized than ever; skirts, 
sweaters—shaggy are newest—and blouses; some pret- 
ty date dresses. More of these last may be short-skirted 
instead of the long-skirted formals of peacetime years, 
but, long or short, the date dress is especially in demand 
this year when USO and other parties for service men 
will form an important part of the college girl’s social 
life. 
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Casual campus styles, reading clock- 
wise, beginning lower left: Stepin 
combining novelty print with elk and 
suede. Hi-Larks from Pli-Mode. Tan 
and white saddle oxford on new last 
from Joyce. Moccasin oxford sport 
welt with moccasin stitching from 
Brown. Unlined spectator pump with 
simulated tip and fox from Crik-Etts. 
Unlined espadrille without ankle lac- 
ings. Swaggers from Selby Style-Eez. 
Hand-turned construction makes un- 
usually flexible sole in Norwegian 
moccasin from L. B. Evans. (Center 
shoe). New type of heavy stitching 
on black moccasin oxford. From Hy- 
land Shoe Co. 


Campus, Date and Dormitory Types Are the 


Musts in Every College Girl's Wardrobe. War- 
time Conditions Have Not Changed These Needs, 
Atihough They Will Make the Busy Undergradu- 
ate More Exacting in Her Choice of Wearable, 


Durable, but Attractive Shoes. 


Below: Dormitory styles reading 
clockwise, beginning lower left: San- 
dal in new fabric from Swan. Espa- 
drille from Fourels. Slipper with 
hand-laced platform from Riviera. 
Flower ornament gives grace to mule 
from Daniel Green. Wooden sole 
shoes, practical novelties for campus 
wear. Suede oxford with decorative 
stitching from Wolff-Tober. Bottom 
shoe, casual type in a grain leather 
from Middletown. Both shoes have 
hinged soles and leather tabs. 





new Mvelibed Seems alter trom N. 

Arnold. Three-loop ghillie in Amber 

Brown alligator print on calf from 
Queen Quality. 


For these clothes there are campus shoes and date 
shoes. Campus shoes can be divided into two groups— 
the very casual and the more tailored. In girls’ colleges 
the more casual—“sloppier”—campus styles have had 
their greatest popularity. Norwegian moccasins have 
been replacing the much-loved saddle oxford as number 
one favorite. For the girl who wants something newer 
and very young and flattering, there is the espadrille on 
either rope or leather soles. Typical details in campus 
shoes for the coming season will be moccasin toes, 
leather loop ghillies, decorative stitching, some pinking 
and masculine type perforations and decorative heel 
seamings. In colors, tan, very often antiqued, and red, 
also antiqued, should be tops. Very low heels, low 
wedge heels, platform soles, wall lasts, all will be popu- 
lar. Be on the lookout for thick soles—jointed wooden 
ones are the current novelty—to replace rubber. 

Date shoes can be anything from tailored types to 
really dressy sling pumps and sandals. In the more 


tailored shoes the high heel gives the dressy look. In the 
dressier pumps and sandals very high or very low heels 
both have appeal for the college girl. It is the more con- 
servative in-between heel that does not interest her so 
much, according to some experts. Whatever is young 
and pretty and flattering we may expect to find a favor- 
its date shoe with the college crowd. Her clothes and her 
tastes will determine whether she wants suede or smooth 
leathers. Red and green should have continued impor- 
tance as leading novelty colors. The prettiest shoe she 
can afford which is also going to last and look well for 
more than one season—that’s the shoe we wager she 
will select. 

Fordormitory comfort there are many types from which 
to choose. “Easy on and easy off should be the general 
rule. Soft, pretty slippers in cozy fabrics and attrac- 
tive colors are what appeal. These shoes, too, should | 
be able to take it and come up fresh and smiling for a 
second season. 


Campus styles, reading clockwise, be 

ginning lower left: Buckle strap 
Casual Classic with moccasin 

and saddle stitching from Marshall, 
Meadows & Stewart. Unusual saddle 
treatment with cording and stitching 
on a Modern Age model from Curtis, 
Stephens & Embry. An penrenies 


toe in a’ Hill and Dale ghillie oxford 
from Dixon-Bartlett. Tailored ghillie 


mudguard eff 
vamp, 14/8 heel, ee Gilbert. 
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RADIO STATION 
Honors PHILADELPHIA SHOEMAN 


WITH “mike” installed so that the event could be 
broadcast, and hundreds of spectators jamming the side- 
walk and entrance to Geuting’s Chestnut Street shoe 
store, Philadelphia, where a War Bond and Stamp sales 
booth had been specially built, the Westinghouse Broad- 
casting station, KYW, signally and publicly honored 
Anthony H. Geuting, president of the firm, at the open- 
ing of the Retailers for Victory Campaign. 

Extolling Mr. Geuting’s integrity as a business man, 
his civic interest, and his patriotism as an American 
and as. resident of the Betsy Ross Association, Russell 
Gray, of the KYW staff, presented him with a framed 
American flag made entirely of War Savings Stamps. 

Thirteen 25-cent stamps, representing the original 
number of states, were placed on a field of blue, and 
93 ten-cent stamps were set on a field of white in seven 
rows to represent the red and white stripes. Under the 
flag was printed in large type: “AMERICAN FLAG, 
1942, presented by Westinghouse KYW.” 

The principal speaker was Benjamin Ludlow, a promi- 
nent Philadelphia attorney and head of the Pennsylvania 


July 18, 1942 


Presentation of War Stamp flag to A. H. Geuting, 

prominent Philadelphia shoe merchant. Left to 

right: Mrs. Alice Fogg, advertising manager of 

Geuting’s; William A. Geuting; Anthony H. Geut- 

ing; Miss Doris Cohn, of the Navy League; O. W. 

Marden, auditor of the Geuting Company and 
ee Joseph T. Geuting. 


Committee for the United Gate Treasury Department 
for the*sale of War\Bonds. 

After the ceremonies the booth was used for the sale 
of bonds and stamps and, according to the report given 
Mr. Geuting, more than $500 worth were sold that after- 
noon. The booth is to remain in place for some time 
and is expected to do about $5,000 worth of sales per 
week. The Navy League co-operated by having present 
some of the girls on duty at the booth daily, putting a 
touch of color to the sales. 

“A. H.,” as Mr. Geuting is known to his frierids, has 
been a prominent figure in civic affairs for many years. 
He has been asked, more than once, to be candidate 
for Mayor but has refused, a8 he believes he can do 

[TURN TO PAGE 27, PLEASE] 
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What's All This Fuss About 
WOODEN SOLE SHOES? 


ARE THEY THE ANSWER to a Wartime Problem Arising from a 
Shortage of Sole Leather, 


JUST ANOTHER NOVELTY STYLE DEVELOPMENT, with an 
Element of Timeliness, due to the Current Leather Situation, 


OR A FASHION WHIM OF THE MOMENT, with Practical 
a Later On, if Supply Conditions Become More 
Acute 





CAN wooden soles supply a possible future need for 
substitutes for sole leather? Underlying all the experi- 
mentation that is going on now with wooden soles is 
this recurring idea. In fact, it is the main reason why 
wooden soles are coming into the picture at this time. 
Not that there is any immediate need for them. But the 
supply of sole Jeather for civilian shoes, as we all know, 
is limited now and some day . . . not a very near day, 
perhaps . . . we may have to use substitutes. Some far- 
sighted manufacturers who work well in advance of 
current conditions and needs are experimenting with 
these soles. They may never manufacture wooden-sole 
shoes but, if they need to do so, they will have ironed 
out most of the problems and will be ready to go into 
production. 

If there is no immediate functional need of wooden 
soles, then their introduction now must be chiefly a 


Top at left: This wooden sole has two 
hinges. No leather is used in the hinging 
but the wood is cleverly interlocked at these 
points. Leather pieces are used on the bot- 
tom of the sole and a leather tap on the 
heel. The sole and graceful curved heel 
have been lacquered to make a more formal 
looking shoe. From Daetsch & Woodward. 


Bottom at left: Upright shoe. This smart 
tailored casual shoe has a thick wooden 
sole hinged for flexibility. Five leather 
pieces on the sole bottom and a leather heel 
tap make jor quiet and ease of walking. 
Shoe on side shows thin leather sole cover- 
ing forepart and leather top lift on heel. 
Last on sole illustrates perfect fitting of 
sole to specially constructed. last Single sole 
shows top view of leather hinge. Last and 
soles from Sterling Last Corporation. 


novelty style development. In France and Belgium 
wooden soles became a necessity very early in the war. 
Sole leather was practically wiped out for civilian use. 
With typical artistry and tesourcefulness the French 
designers gave style appeal to wooden-sole shoes. Our 
designers are finding a certain inspiration in reflecting 
this same trend toward wartime substitutes. 

The main reason for taking this novelty style seri- 
ously is because it may have practical possibilities for 
the fature if, or when, substitutes for sole leather be- 
come necessary. The chief problem . . . that of intro- 
ducing flexibility . . . has been met in a number of 
different ways. A single hinge at the ball of the foot 
is one idea. Another ingenious design provides two 
hinges . . . one at the ball and one further forward. No 
leather is used in hinging this sole, but there is a clever 
inteflocking of the wood at the two points where the 
sole is split. Leather tabs on the sole and one at the 
back of the heel are the usual way of breaking the jar 
and preventing the clattering noise of a wooden sole on 
patement. One shoe manufacturer uses a thin layer of 
sole leather on the bottom of both sole and heel, leav- 
ing only the arch uncovered. Not all soles are hinged. 
One sole which is creating much interest is in a solid 
piece of wood. It depends on its curved rocker bottom 
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We show below the steps from unshaped 
wood to finished shoe, all from Vulcan Last 
Corporation. This wooden sole has no hinge 
but its rocker bottom is curved to make for 
easy wolking without a hinge. The upper is 
cemented into a channel cut close to the 
edge of the wooden sole. No last is needed 
in making this shoe. 





Full view of wo- 
men’s fitting alcove 
showing double 
settee which has 
replaced chairs. 


CHARLES E. LANCHANTAN 


HANAN OPEN S ies sts oe 
NEW MICHIGAN AVENUE STORE 


Outstanding Store, Recently Added to Famous Shopping Section in 
Chicago, Was So Planned as to Provide Maximum of Window and 
interior Display Space 











Fitting of women’s shoes is 
done in alcoves similar to the 
one seen above. 


Lejt: Exterior of new Hanan 
store on Michigan Avenue, Chi- 
cago. Large window ‘is used to 
display both men’s and wo- 


men’s shoes and accessories. 


Leather-upholstered, club-like 
chairs are used in the separate 
men’s section in the rear. 


As the climax of fifty years of Chicago retailing, Hanan & Sons recently 
passed another milestone in the store’s history and added an outstanding 
store to the famous Michigan Avenue shopping sector. Moving from the 
Madison and Wabash location that had been their headquarters for years. 
They recently opened a completely modern and much larger store at Michigan 


Avenue and Washington Street. 

The new store presents one of the most striking fronts on Michigan Avenue 
and one of the most unusual and beautiful interiors in the country. In addi- 
tion to acquiring larger interior display space, the new store has also greatly 
expanded window display possibilities, with windows facing on both Michi- 
gan Avenue and Washington Street, and with small display set-ups beside 
the main entrance...Both men’s and women’s shoes are shown in the main 
front window, women’s bags and other accessories in one of the smaller win- 
dows by the entrance and men’s specialty shoes im the other. One of the 
Washington Street windows is devoted to men’s shoes and the other to 
women’s. 

An informal and intimate atmosphere is coupled with dignity in furnish- 
ings in the interior, which differs from the [TURN TO PAGE 37, PLEASE] 





The Editor’s 


~~ Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Individual Fitness Most Necessary 


THE staggering concept of international war scares hell 
out of me. Somehow the thing seems to be one of the 
nightmares. out of the Revelations—with Pestilence, 
Famine, War and Death riding down the road that leads 
us everywhere. These are indeed bitter days. 

Let’s stop the whirling globe for a minute and focus 
our eyes on one little atom therein—a living individual 
at work. The world’s made up of living individuals— 
millions and millions of them. In some lands they are 
just masses; in others, beasts of burden and in others 
“total” asses. Fortunate indeed are we in America to 
have free individualism. It’s something worth fighting 
for. Read the words of Franklin Delano Roosevelt, 
President of the United States, in his foreword to a 
pamphlet describjng the functions and authorities co- 
ordinated in the Office of Emergency Management in 
Washington. Here they are: 


“As we here at home contemplate our own duties, our 
own responsibilities, let us think and think hard of the 
example which is being set for us by our fighting men. 

“Our soldiers and sailors are members of well dis- 
ciplined units. But they are still and forever individ- 
uals—free individuals. They are farmers, workers, busi- 
ness men, professional men, artists, clerks. 

“They are the United States of America. 

“That is why they fight. 

“We, too, are the United States of America. 

“That is why we must work and sacrifice. 

“It is for them. It is for us. It is for victory.” 


May we just borrow a line—“But they are still and 
forever individuals—free individuals.” We, in shoes, 
know that to be true. .We know that feet are individual 
even on the one individual, if you get what I mean. No 
individuals are absolutely alike, nor are their feet. We 
ate not straining for a point! We are just stating a 
true fact that has come out of the need of civilized peo- 
ple for foot covering—for shoes, too, are an emblem 
of freedom. 

There was an old autocratic Czar of the Russias who 
insisted that his Grand Guard should be the world model 
of precision, even to the point of standing heel to toe 
in the same size boot. The regiment was outfitted with 
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boot size 8 and every man, large or small of foot, was 
forcéd to wear that size. The mere fact that they 
dropped like flies from the pain and torture after the 
parade was something else again. 

The American Army is not fitted that way. In fact, 
we go to the extent of even having special lasts and 
special combination fittings for men with outsize feet. 
We almost keep a factory going making these specials, 
to continue that individuality of foot freedom on top of 
the wide range of sizes and widths of standard army 
specifications. 

The point we want to score is the fact that the Ameri- 
can people have been accustomed to foot individuality 
and now that they are on their feet more than ever, 
they are finding out that the right shoe, in the right 
size, is exceedingly important. ‘For the American foot 
to function in this more foot-active war time, a wide 
diversity of foot coverings may be needed. They are 
trying out a utility shoe in England, compelling manuv- ° 
facturers to make 50 per cent of their output in these 
standard types, which are also price-fixed. Officials in 
Washington are, naturally, studying the British pattern. 
In a pamphlet issued by the United States Department 
of Commerce on the “Affects of the War on British 
Marketing” is a very significant paragraph as follows: 

“Most important is the conclusion that.is now emerg- 
ing that England has applied rationing too little and too 
late. Sales have exceeded replacements. Some goods have 
vanished entirely and the inventories of others are 
dwindling rapidly. Consumers with sufficient producing 
power and foresight stocked up—with the result that the 


consumption of goods has been poorly distributed in re- 
spect to both time and presence.” 


Well, the fact remains that you can’t superimpose the 
British pattern on the American foot. We have been 
accustomed to accuracy of fitting, for otherwise we 
wouldn’t have a size schedule that runs from AAAAA 
to EEEEE in full and half sizes, all the way up to 15. 
Americans needs shoes—lots of them—because we are 
a foot-free people and strongly individualistic. Scarcities 
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PLAY SHOES 
Take The Spotlight 


Harold Frankel, Proprietor of the Harold Shoe Stores in 

Westwood Village and Beverly Hills, California, Tells Re- 

corder’s Harry R. Terhune about the Changing Pattern of 
Shoe Retailing in These Better Suburbs of Los Angeles. 


DRASTIC changes in buying trends have taken place 
in the women’s shoe business in the past few years, 
trends which have been intensified since the war started. 

Primarily this change is the result of the whole- 
hearted acceptance of play-shoes in our midst, the devel- 
opment of these types into well-liked morning, house, 
afternoon and evening kinds, as well as the astounding 
popularity ef play-shoes themselves. This change came 
so fast that it forced many of us to revise our merchan- 
dising plans and policies completely. 

Three years ago play-shoes accounted for some ten 
per cent of inventory and sales. Then these shoes were 
mainly in the $3.95 and $4.95 price lines. As such, they 
accounted for a nice lot of additional business. Then 
came the introduction of many new patterns, every 
possible color and color combination, the use of leather 
instead of the previously used duckskin. Came also 
the need of stocking more widths, bags to match the 
shoes. 

Retail prices advanced to $6.95 and $7.95 for the 
casuals. Casual inventories immediately began to rep- 
resent some sixty per centeof the entire stock. Regular 
lines of good shoes with walking, afternoon and com- 
fort appeals, shoes which demand their full complement 
of sizes, patterns and colors in order to be sold prop- 
erly were still bought and sold. 

With this condition of inventories growing faster 
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Ajter talking with their customers, employees of the 
windows like 


Harold Shoe Stores installed this—about 
60 per cent play shoes and ike 


than volume, it was decided to find out just what our 
patrons and prospective patrons thought of the casual — 
shoe situation. A canvass was made of the Beverly Hills 
and Westwood Village trading area in which two ques- 
tions were asked: 

Do you wear casual shoes daily? 

How many pairs of good wearable casuals do you: 
plan to keep on hand? 

Answer to number one was practically one hundred 
per cent yes in every age group from toddlers to grand- 
mothers. 

Answers to the second question varied from four to 
fifteen pairs, with the average around the six-pair mark. 

And here are some of the given reasons for the swing 
to casuals: women who had worn smart high heel 
spectator sport shoes wanted to get into lower heels to 
go with their colorful knitted and other sportswear, 
so they took to the platforms. Hundreds of women 
voiced a liking for the smart platforms which are soft, 
light, colorful and flattering to the foot. Women who 
had worn thin soles found the added sidewalk protection 
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MORE FREQUENT GRINDING 
MAKES EDGE CUTTERS 


LAST LONGER 


Sounds impossible but it’s true. A quick “touchup” grinding the 
moment edge trimming cutters begin to pull, plus care in 
grinding will make cutters last longer. 


Here are six suggestions that will help you get 
more service from Forepart and Heel Seat Cutters: 


] The minute a cutter begins to lips may become broken. When 


get dull, sharpen it. Letting a 
cutter get too dull means a hard- 
er, longer job of grinding. 


Light, even applications to the 
wheel are best. A brief touch- 
up grinding will minimize burn- 
ing which may alter or change 
the temper of the steel and there- 
by cause the cutter to dull faster 
or teeth to wear unevenly. 


Take care to preserve the rake 
of the teeth when resharpen- 
ing dull cutters. 


Protect cutters in use. A tight- 
fitting shield prevents trimming 
residue from working in between 
shield and cutter. Cutters so 
packed may run unevenly and 


Dull cutters take more power—turn out poorer 
work and less production. More time is lost by 


fastening cutters on the shaft 
make sure the opposing surfaces 
of shield and cutter are clean. 


Handle cutters with care. Drop- 
ping cutters where they will fall 
against machinery or on the floor 
may chip a lip or edge. The 
cutter may be ruined or require 
valuable time, labor and loss of 
metal to put it in serviceable 
condition. 


Be sure you get the most out 
of every cutter. Too often cut- 
ters are discarded with two or 
three more days’ work in them. 
With proper care from the very 
beginning, cutter life can be 
extended. 





Keep sharpening wheel 
dressed. Sharpening wheels 


trying to do an extra case with a dull cutter perform betcer when trued. 
than by making short, more frequent stops to As soon as unevenness ap- 


pears, an Emery Wheel 


keep cutters sharp. Start today to make cutters Saami dace sas 


last longer. 


TAKE GOOD CARE OF WHAT YOU HAVE 


These cutter conservation 
suggestions are published 
to help users get the great- 
er production and longer 
wear so vital in these criti- 
cal times. 
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even and renew the flat 
grinding surface. 














“Like New Again” was 
the description of the 
renovated Clabots Shoes, 
leading shoe store in 
Green Bay, Wis., follow- 
ing a recent fire which 
seriously damaged the in- 
terior, exterior, and the 
entire stock. 


OUT OF 


Clabots Shoes, one of the outstanding stores in Green 
Bay, Wis., recently presented this front to the public 
after recovering and renovating the results of a fire. 


REOPENING activities of the renovated Clabots Shoes 
in Green Bay, Wis., following a recent disastrous fire, are 
evidence of the fact that misfortune can be discounted 
and used as the impetus for good and renewed merchan- 
dising activities. 

Advertisements announcing the reopening of the store 
and the completion of the repair and remodeling work 
took advantage of the fact that the store was “Like New 
Again” and featured this in a large newspaper adver- 
tisement. The advertisement consisted of a large photo- 
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THE ASHES 


Clabots Shoes in Green Bay, Wis., Reopened 
a Completely Renovated Store After a Seri- 
on Fire Had Wreaked Havoc on Their Estab- 
lishment. Not Only That, But Complete New 


Stocks Were Offered to a Sympathetic Public 


graph made of a collection of new shoes showing alt 
brands carried by the store. Legend read, “Open again 
—full stocked again—like new again. Clabots shoe 
stock was fire, smoke, and water damaged—was sold 
out completely. Our store was completely redecorated 
and loaded again with new shoes for men, women and 
children. Every pair new—new in this store—new 
everywhere else, because they’re the very latest models 
in summer and year-round footwear for men, women, 
and children.” 


The announcement further continued, “It’s like a new 
store come to town. It is a new store, wall to wall, floor 
to ceiling, and we’re bursting with pride and excitement 
over revealing to you this week-end, the nicest store, the 
finest shoe assortment, the largest stock ever offered 
over our name.” 
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Radio Station Honors 
Philadelphia Shoeman 


[CONTINUED FROM PAGE 17] 


more good on the outside than if he 
were in office. 

“In business a man has to be a good 
mixer. He must become a member of 
many clubs and organizations and must 
show an interest in them and in the 
members with whom he comes in con- 
tact,” said Mr. Geuting. 

“Also, one must do everything pos- 
sible to satisfy patrons of his store. We 
furnish shoes to many generations of 
a family only because we are as par- 
ticular in satisfying the baby as we are 
the grandmother. 

“Prompt, courteous service, really 
helpful suggestions, an ‘honest-to-good- 
ness’ Thank You, means more to the 
merchant than many realize.” 

Speaking of the flag, Mr. Geuting 
said: “I feel more deeply the honor be- 
stowed on me by this flag than by any 
other gift I have received in my many 
years—not only as a gift but for the 
thought that must have been put forth 
to bring out such an effect.” 

The flag is now on display on the 
main floor of the store but will later be 
hung in the Betsy Ross House for the 
edification of future generations, so 
that they will be reminded of the peril- 
ous times through which we of 1942 
are passing. 


Mrs. Eleanor Motley Eastwood 


RocHESTER, N. Y. — Mrs. Eleanor 
Motley Eastwood, 72, wife of Albert B. 
Eastwood, chairman of William East- 
wood & Son & Co., oldest shoe retail 
firm in this city and one of the best 
known in the state, died unexpectedly 
at her home, 262 Culver Road, recently. 

Mrs. Eastwood, prominent in the so- 
cial life of the city as well as its phil- 
anthropic activities, was the last of 
nine children of George Motley and 
Ann June Houghton Motley. Her father 
came here in 1857 to engage in the 
milling business. 

Educated in this city, she was mar- 
ried in 1892 to Albert B. Eastwood, son 
of the founder of the shoe firm. She 
‘was a lifelong member of Brick Presby- 
terian Church and was for many years 
a member of the board of supervisors 
of Genesee Hospital. 

During the first World War she ac- 
companied Mr. Eastwood to Washing- 
‘ton where she was engaged in work for 
the American Red Cross while he was 
in its bureau of communications at the 
national headquarters. 

Besides her husband she leaves three 
nieces, Mrs. Freeman C. Allen, Mrs. 
Homer Strong and Mrs. Leon W. Sage; 
a nephew, Wesley M. Angle, and eleven 
greatnieces and nephews. Funeral ser- 
vices were held from her home and 
burial was in Mt. Hope Cemetery. 
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$10 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESPEOPLE 


Submitted by: MR. MORTON SHEFFEL 
Morton's Dept. Store... Sapulpa, Okiachoma 








J. Every Salesperson’s Peeve! —the habitual “exchanger.” You 
spend hours selling her. Then back she comes the next day to ex- 
change her shoes for one of the fifteen other styles she tried on. 


2. No peeve at all is the woman who does a lot of walking as a 
defense measure to save tires. Show her good-looking walking 
shoes with Scuffless ““Pyraheel”—tell why they won’t peel or scuff 
on gravel, cinders, or curbstones—and, boy, you’ve made a sale! 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra— 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your next order. 





HOW TO WIN $10 


Shee Salesmen—Send in your ‘Pet 
Peeves’ like the two above. For every 
set used, Du Pont will pay you $10. 
In case identical ‘peeves’ are submitted 
by two or more persons, the full amount 
of the prize will be awarded te each. 
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Sells Lightweight Shoes To Men 


“Introducing, at 13 Ounces, The 
Lightweight Champs of California.” 


THAT was the theme around which a group of Summer- 
weight shoes were presented to the men of Southern 
California and San Francisco. -It was a theme which 
clicked from the start and did more to stimulate sea- 
sonal Summer footwear selling than any other promo- 
tion the Baker stores have evolved in a long while. 

This promotion came at a time, too, when many men 
were thinking in terms of what shoes would be issued 
them by Uncle Sam; and when many more, considering 
shoes from a work standpoint, were more interested in 
heavier weights. The amount of new business this pro- 
motion created definitely proved to us that men can be 
sold Summer-weights, and sport and casual types if the 
merchandise is presented to them in a manner which 
they like and which stimulates their interest. 

These shoes had several C. H. Baker specifications 
built into them by the manufacturer as the “Light- 
weight Champs” were made with short vamps, very 
close edges, reduced outsoles and welting, and with 
10/8 military heels; and were bought in a variety of 
colors including Harness Tan, Officer's Brown, Cream 
n’ Coffee, Mahogany, and black. 

Early in January, we placed an order for a series of 
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By MIKE KAPLAN 


Sales Promotion and Publicity Manager 
THE C. H. BAKER STORES, Los Angeles 


Photos of well-known light-weight fig 

miniature “ circle” shown in the window of 
one of the C. H. Baker Los Angeles stores called 
attention to the new line of light-weight footwear. 


these shoes, and immediately began racking our brains 
for a promotional idea which would help to put them 
over. There were several stores in town that carried 
shoes of a similar type, and we needed something 
original. 

Being an ardent fight enthusiast and never missing 
the Hollywood Legion bouts on Friday night, I was 
comfortably seated waiting for the announcement of the 
main event of the evening, when, lo and behold, the 
idea was born! As Dan Tobey, the announcer, bel- 
lowed forth, “Introducing the lightweight champ, 
Jackie Wilson, who will fight here in the near future”, 
I came to with a start and said to a friend who was 
with me, “I’ve got a keen idea for a shoe promotion we 
have been looking for.” Thus, the “lightweight champs” 
of the shoe business were born. 

In order to attract attention in the windows and 

[TURN TO PAGE 35, PLEASE} 
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What’s the Fuss About Wooden Sole Shoes? 


[CONTINUED FROM PAGE 19] 


for walk-ability. And that rocker bot- 
tom does give the foot the spring and 
forward motion necessary for walking. 
Wooden soles are not new in women’s 
shoes, Adaptations of Dutch ... and 
Finnish . . . wooden sole shoes were 
made by our manufacturers and worn 
by women and, to some extent, by chil- 
dren in 1938. Definitely a novelty, they 
were worn chiefly at resorts or at 
schools and colleges. The rocker bottom 
Dutch last for leather-soled shoes fol- 
lowed as a natural result. Wooden sole 
shoes were being made on the Coast 
before 1938 for gardening shoes. In 
Holland, Mich., the wooden-sole shoes 
have been regularly used in dairies and 
creameries. The full story on Dutch 
type shoes was. given in our Dec. 17, 
1938, story, “American Shoes Go 
Dutch.” 

High platform soles . . . clogs we 
have callem them, too . . . have come 
and gone and come agein in popular 
favor since the Fall of 1938 when the 
first high clog soles . . . cork these 
happened to be . . . sailed into New 


York Harbor on the feet of Contessa 
Castelbarco, elder daughter of Arturo 
Toscanini. These led to a vogue for 
platform soles of varying thicknesses. 
Stiff and unyielding at first, they were 
given flexibility as the manufacturers 
studied the problem and learned new 
ways of making them. 

So thick soles . . . often having little 
flexibility in the first stages of their 
development . . . are not new to Ameri- 
can women. From clogs, to street shoes 
with %-in. platform soles, to wedge 
heel play shoes with slightly thicker 
soles, to high heel dressy clog soled san- 
dals . . . all these styles in the past 
five years the American woman has 
liked and worn. There seems no reason 
why the new wooden soles may not be 
successfully adapted to many types of 
shoes which will please her. In a period 
when women are doing many kinds of 
work, the right kind of wooden sole 
shoe may also find its place as a work 
shoe adapted to certain kinds of work, 
gardening, for instance. 





Unusual Demand for Monks 


CLEVELAND, OHIO — An unusually 
strong demand for monk shoes has 
been felt at the B. R. Baker Co., ac- 
cording to Orrin A. Kohl, shoe buyer. 
The military influnece, he feels, is re- 
sponsible. Men were somewhat reluc- 
tant to accept anything but a lace ox- 
ford until a few months ago, apparent- 
ly feeling that the monk type shoe was 
a bit effeminate. That feeling has been 
completely changed by the fact that 
military men are wearing them. 

The store, of course, makes many 
sales to military men but civilians have 
gone for the plain.toe, strap and buckle 
monks in a big way. And the trend 
continues to gain momentum. This type 
of shoe has had only ordinary display 
and has not been advertised in the pa- 
pers. 

According to the Baker experience, 
about 30 per cent of the demand has 
been for blacks instead of the 10 per 
cent normally expected. 

Mr. Kohl also reports that the Baker 
shoe department has scld more sandals, 
and sandals of high grade, than ever 
before. Casual type shoes in _Seneral 
have had a big play. 


Joins Ordnance 
Purchasing Department 
Detroit, Mich. — David W. Leach, 
who succeeded his father as representa- 
tive of the Godding Shoe Company and 
the Nestle Toe Slipper Company, here, 
has left the shoe business to go into the 
Ordnance Purchasing Department of 
the Government service. 
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Combinations Stressed 
In Summer Shoe Ad 
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Houston, Tex.—The popular combination 
shoe came in for its share of promotion 
at Krupp & Tuffy, recently, when the 
store ran this interesting advertisement 
in one of the local papers. Three types 
of shoes and three price lines were fea- 
tured. The line sketches used and the 
type and layout of the ad provided a 
suggestion of coolness appropriate to 
the shoes featured. 














SHARING IN THE 
PROFITS 


Mr. Ray Cooper 


HEALTH SPOT SHOE SHOP 


1966 E. 6TH ST. 
CLEVELAND 


Evidence of Mr. Cooper’s suc- 
cess is demonstrated by the con- 
stantly growing volume that his 
store enjoys. 


His genuine enthusiasm for 
Health Spot Shoes is easily 
communicated to customers who 
continue to buy additional pairs 
and recommend Health Spot 
Shoes to their friends. 


Under the Health Spot Shoe 
Shop profit-sharing plan where- 
by the operator receives a 
weekly salary PLUS a liberal 
share of the profits, this reverts 
to bigger earnings for Mr. 
Cooper. 


Health Spot Shoe Shop opera- 
tors all over the country are en- 
joying a similar experience of 
increasing their volume month 
after month and cashing in on 
their effort by drawing good- 
sized profit checks. 


NO INVESTMENT REQUIRED! 


There are many opportunities 
for men to operate Health Spot 
Shoe Shops. Application blank 
will be sent on request. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











This handy 
STOCK RECORD BOOK 
— and forms — 


for keeping an accurate selling and inven- 
tory “picture” of each width and size of each 
stock or style number consists of: 


Neesle lei siel! 
-_—t . +i 


1 


* SALES RECORD BLIP 
_ A a Sam SE Sem eee ae 
* ‘ 
Ce a 
ict OOF em 
“ a ee 


met 


Black Cloth binder—11%" x 13%” 


100 Daily Sales and Stock Sheets, (Form $100) 
and 1 Comparison Form #105 


2 Inventory Pads (100 sheets) 2106 


2 Buying Order Pads (50 sheets) $107 
(or 4 of each, as preferred) 


(West of Denver) 


0.50 
0.50 
$6.00 
$6.50 


(Sample sheets with guide for use sent on request) 





Sales Record Slips: Form D 


Per Pad (100 Slips) 


_ $0.25 


Refund Record Slips: Form E 
Per Pad (50 Slips) 


Customer Record Cards: Form F 
100 (Size 5” x 





Ti" 5 Bag" 


carton tickets, Form G 
(gummed top) i gross 


. $0.50 
$2.50 


Shoe Carton Tickets and saat Form H 


1%” x 3%”, 1000 . 


. $2.25 


PROFIT CHARTS —2ic. each; an accurate method of 


figuring selling prices. 


Check with order, please, unless C.O.D. Shipment is 


preferred. 


Orders filled for any forms preferred. 
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MERCHANTS SERVICE DEPT. 
209 S. State Street, Chicago, Ill. 





Allied Exhibit Scheduled 
For September 


New YorkK—Following an affirmative 
vote by the advisory committee of the 
Allied Shoe Products and Style Exhibit, 
tentative plans have been made to hold 
the usual advance showing for Spring 
in September at the Hotel Belmont 
Plaza here. 

Beset with a growing need for more 
substitutes and the problems of foot- 
wear, styling within the narrow confines 
of a wartime economy, shoe manufac- 
turers, their styling and purchasing 
staffs, will no doubt look forward to 
this September event as being more im- 
portant than ever before. 

Plans call for a streamlined showing, 
following the precedent set recently by 
the Tanners’ Council group in skeleton- 
izing the display of new Spring leathers 
in September. Lines on view during the 


three-day period of the show, September 
16, 17 and 18, will feature new style 
treatments, products, substitutes and 
services vital to the industry. Compact 
grouping of the various exhibits will 
save manufacturers much time and ef- 
fort in the intelligent planning of their 
new lines. 

With an eye to any possible future 
emergencies the committee has set 
August 10 as the date for a final deci- 
sion and, conditions "med at that 
time, the show will go o 

The Allied Show will ‘be held at the 
same time as the Style Conferences, 
sponsored by the National Shoe Retail- 
ers’ Association, under the direction of 
Mr. Lee Langston. 

Arrangements for the allied group 
are now being handled by C. R. Heyde, 
with headquarters in Room 425, Mar- 
bridge Building at 47 West 34th Street, 
New York City. 


U. S. Shoe Corp. Employees 
Receive Bonus 


CHILLICOTHE, OHIO — Total of 2950 
employees of the United States Shoe 
Corporation in four Ohio plants re- 
ceived bonuses recently amounting to 
a full week’s extra pay. Also receiving 
the benefits were all former employees 
now in the armed services. Plants and 
number of employees are: Chillicothe, 
1000; Greenfield, 700; Harrison, 450, 
and Cincinnati, 800. 


Sells Shoe Department 


MARYSVILLE, OH10—George O. Smith, 
proprietor of Smith’s Economy Store 
on North Main Street, has sold the shoe 
department of the store to M. E. Car- 
mean, who formerly owned the store, 
he announced. 
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National Shoe Production Shows Decrease 





Approximately 11 Per Cent Lower Than in April and 3.4 
Per Cent Lower Than Last Year—Footwear Made for 
Government, However, Is Largely Increased 


WASHINGTON, D. C. — Production of 
boots, shoes and slippers other than 
rubber, for May, 1942, totaled 40,409,- 
643 pairs, according to a release by the 
Department of Commerce, Bureau of 
the Census. This figure represents a 
decrease of 11.4 pr cent from the figure 
for April and a decrease of 3.4 per cent 
from that for May, 1941. 

Government shoes amounted to 3,- 
449,358 pairs in May, slightly lower 
than 3,857,543 pairs produced in April, 
but considerably higher than the 1,149,- 
062 pairs which were produced in May 
a year ago. Production of government 
shoes for the first five months of this 
year amounted to 14,819,928, a gain of 
156 per cent over production for the 
same period a year ago. 

Men’s civilian shoe production, in- 
cluding dress and work shoes, was 8,- 
583,958 pairs, a drop from the 9,729,937 
pairs produced in April, and from the 
10,183,727 pairs produced in May, 1941. 
The first five months production of 
these shoes was 47,192,159 pairs, 1.1 
per cent lower than production in this 
period in 1941. 

Productien of youths’ and boys’ shoes 
in May amounted to 1,375,840 pairs, 
lower than 1,525,888 pairs produced in 
April and than 1,664,202 pairs produced 
in May a year ago. Output for the 
January through May period totaled 
7,217,830 pairs, 1.1 per cent lower than 
that for the same period last year. 

The decrease was seen also in pro- 
duction of women’s shoes which 
amounted to 14,932,358 pairs in May, 
compared with 17,126,799 pairs in April 
and 15,646,886 pairs in May, 1941. Pro- 
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duction for the first five months of the 
year was 80,840,789 pairs, a decrease 
of 1.4 per cent from the output for this 
period in the previous year. 

A total of 3,345,511 pairs of misses’ 
and children’s shoes were produced in 
May, compared with 3,750,532 pairs in 
April and 3,832,919 pairs in May, 1941. 
A decrease of 8.2 per cent from a year 
ago was seen in the total production for 
January through May of 18,320,427 
pairs, 

Infants’ shoe production amounted to 
2,179,149 pairs in May, lower than the 
April figure of 2,371,639 and than the 
figure for May, 1941, of 2,288,731 pairs. 
Here, again, a decrease was seen in the 
production for the five-month , period 

[TURN TO PAGE 32, PLEASE] 
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No Cancellation of Shoe 
Fair Contemplated 


Cuicaco, ILL. — George E. Gayou, 
manager of the National Shoe Fair, 
has sent the following important notice 
to the shoe industry and to shoe firms 
who have signed up for exhibit space at 
the November Shoe Fair: 

“The United States Army Air Corps 
will take over the Stevens Hotel August 
1, 1942. 

“We are at the present time nego- 
tiating with other hotels to transfer the 
National Shoe Fair from the Stevens to 
the hotel, or hotels, selected by the Joint 
Committee of the National Shoe Fair. 
As soon as arrangements have been 
completed an announcement will be 
made by the Joint Committee represent- 
ing the National Shoe Retailers’ Asso- 
ciation and National Boot and Shoe 
Manufacturers’ Association. This state- 
ment will be issued shortly. 

“There is no intention of, or con- 
sideration being given to the cancella- 
tion of the National Shoe Fair. 

“With over 56 per cent of the space 
sold against the total reservations of 
last year, this temporary inconvenience 
of the National Shoe Fair in shifting 
from the Stevens Hotel to another loca- 
tion has brought no suggestions for the 
elimination of the National Shoe Fair. 

“To us, this indicates the industry is 
definitely convinced that the National 
Shoe Fair War Conference Victory 
Meeting of the Shoe Industry is more 
essential than ever. 

“When the new plans are announced, 
may we suggest that you make applica- 
tion for your reservations promptly, so 
that assignment of preferable display 
space may be made. 

“We regret that our plans here at the 
Stevens have to be altered, but the need 
for the hotel by the Army is first con- 
sideration and we know that you recog- 
nize the prime importance of our of- 
fering every cooperation to the armed 
services for an early victory.” 





Beck Stores Stage Successful Bond Drive 


Comprehensive Effort Put Forth by Entire Organization 
Results in Completion of Weekly Quota 
in First Day’s Sales 


New YorkK—So successful has the A. 
S. Beck all-out Retailers for Victory 
Campaign proved to date that the man- 
agement is going to continue the effort 
indefinitely, injecting new appeals from 
time to time. Every retailer in the 
country is privileged to profit by the 
experience of the Beck organization in 
‘what is probably the most comprehen- 
sive effort in the retail shoe field. 
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CHANGE 


“I took my change in war stamps" is the 
Jegend on this badge which is given to 
customers co-operating in this way. 


The campaign was organized and is 
under the direct control of S. W. Stein- 
-berg and J. E. Hirschfeld, advertising 
manager, who says: “We are happy to 
make available to any retailer in the 
country our original designs. As a 
matter of fact, a few of the chains have 
already ordered these promotional de- 
vices direct from Robert L. Weil, 132 
White Street, New York City, who has 
‘been working very closely with us in 
the development of the plan.” 

The first day’s sales in over 100 Beck 
stores, which have been cooperating as 
enthusiastically as if they were housed 
under one roof, equalled their first 
week’s total quota set by the Retailers 
for Victory Campaign which began on 
July ist. That initial momentum is 
sustaining itself. At the Beck Victory 
Headquarters, instigated by Ben 
Daniels, company executive vice-presi- 
-dent, it was anticipated that July’s 
showing would exceed the Beck total 
-quota by at least 50 per cent. 

The Beck plan utilizes every known 


stop on the sales promotion organ. The 
organization built upon its experience 
in merchandising promotion and based 
the public campaign upon the impetus 
of a drive which previously increased 
sales of stamps among its own em- 
ployees. Mr. Daniels sent promotional 
letters and personal appeals through 
district men and store managers to 
employees urging achievement of a 100 
per cent record in the campaign to de- 
duct 10 per cent of each salary weekly 
for war stamps. As the company cus- 
tomarily runs sales contests fer hosiery, 
shoes, findings, etc., during each month 
the sales force was urged to take all 
winnings during July in stamps. 
With cultivation of the personnel as 
the first step in its drive, Beck was 
ready for the customer approach. The 
stores set out to use to the full their 
advertising and promotion facilities and 
to capitalize upon time-tried attention 
getters in order to pitch the job of 
selling stamps to the highest possible 
point of efficiency. These are highlights 
of the numerous specific avenues of 
approach used by the Beck plan: 
1—Each store received a quota from 
the home office which the store is ex- 
pected to reach each week. This in- 
cludes sales to customers and to 
personnel, 
2—Displays within the store carry 
the red, white and blue color scheme. 
3—All employees are furnished with 
a large button bearing legend, “Take 
Your Change in War Stamps.” 
4—Stamp albums, in the 10c and 25c 
denominations, with the special Victory 
Savings Plan cover, designed by Beck, 
are placed with the sellers of stamps, 
the first stamp already pasted in. 
5—A_ specially designed quarter 
holder which says, “Do Ir Now. This 
quarter will buy 12 bullets” is delivered 
to those customers receiving change. 
Special Victory windows are in the 
planning stage, timed to break right 
after July 31st when the general Re- 
tailers for Victory campaign comes to 
an end. These windows will be designed 
to continue the impulse buying of War 
Stamps. Interior displays will be keyed 
to the theme carried out in the windows. 
Over 1500 employees of the Beck or- 
ganization in 71 cities are participating 
in this drive. 





Observes 74th Anniversary 


JEFFERSON, Wis.— The Copeland & 
Ryder Co. this year is celebrating its 
“74th anniversary in the shoe business. 
Founded in 1868 by George Copeland 
and his brother-in-law, Lewis Ryder, 
-who came West from Brockton, Mass., 
‘to establish the shoe factory, the busi- 
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ness is now headed by Edward Cope- 
land, third generation president of the 
firm. Until shortly before the first 
World War, the company’s chief busi- 
ness was the manufacture of hand 
made, wooden pegged lumbermen’s 
shoes. Today the company is producing 
about 75,000 pairs of special - order 
shoes a year. 


National Shoe Production 
Shows Decrease 


[CONTINUED FROM PAGE 31] 


compared with production in the same 
period a year ago. 1942 production 
came to 11,065,777 pairs, 0.6 per cen 
lower than the 1941 figure. ; 


N. E. Production Declines 


Boston, Mass. — The New England 
states during May produced a total of 
14,069,279 pairs of shoes, a decrease 
from May of last year of 7 per cent, 
according to the New England Shoe 
and Leather Association. “Massachu- 
setts’ decrease,” says the monthly re- 
lease of the association, “was 7 per 
cent; Main decreased 10.5; and New 
Hampshire decreased 5.5 per cent. 
Massachusetts led all shoe states in pro- 
duction this month with a total of 7,- 
743,638 pairs, followed by New York 
with an output of 7,364,162 pairs. 

“For the five months period, January- 
May, the New England shoe states pro- 
duced 74,405,346 pairs, a decrease of 
0.3 per cent from the same period a 
year ago. Massachusetts’ shoe output 
was 1 per cent greater during this 
period and New Hampshire showed a 
gain of 0.9 per cent, while Maine’s out- 
put dropped 9 per cent during this 
period.” 

The Massachusetts shoe industry em- 
ployed approximately 41,000 workers 
during May and the average amount of 
total weekly wages paid them amounted 
to $864,456, according to the Associa- 
tion’s analysis of the indices of the 
Massachusetts Department of Labor 
and Industries. This represented a de- 
crease of 4 per cent in employment and 
an increase of 14 per cent in payrolls 
over the same month last year. 


Initial Ankle Socks 


SEATTLE, WASH.—An “Anklet Fair” 
has been created at the Bon Marche, 
leading shoe and hosiery outlet, where 
the newest trend for young women is 
the initialing of socks. Washable metal 
initials are affixed to ankle-hugging rib 
top socks. 


Pan-American Influences Seen 


SEATTLE, WASH. — Pan-American in- 
fluences are apparent in the novelty 
footwear in some of the Seattle shoe 
salons as Summer waxes warmer. In 
a Mexican Fiesta staged with color at 
Frederick & Nelson, held recently, strip- 
ed serape footwear was modeled and 
shown, gay-toned shoes resembling the 
colorful serape or blanket worn by the 
paisanos. At the Bon Marche’s shoe 
salon on the street floor there were 
many bright versions in soft leather of 
red,- white or tan, an open-toe crushed 
calf oxford; a woven shoe with closed 
toe, in red, white and natural leather, 
as well as the “slave sandal” and other 
playtime footwear. 
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Play Shoes Take the Spotlight 


[CONTINUED FROM PAGE 24] 


afforded them in the comfortable casu- 
als much to their liking. 

Answers to these questions explain 
in a measure why the Harold stores’ 
casual business last December account- 
ed for sixty per cent of the total vol- 
ume. So if it was that good in Decem- 
ber, figure out what it is now during the 
long season of sunny weather. 

Another answer to the big casual 
business is the stocking in the Winter 
months of as many as ten-color com- 
binations of a pattern. If only a few 
colors were carried, and in a sketchy 
manner, the sales per person would be 
one pair or less, but with a fuil assort- 
ment of colors and patterns, multiple 
sales of three to six pairs of casuals 
are usual transactions. 

Now that women are settling down to 
serious tasks in their endeavor to do 
their part in defense, Red Cross and 
similar activities connected with our 
successful culmination of the war ef- 
fort, a quickening in consumer interest 
is being noted in military strap buckle, 
low heel calfskins and welted pumps on 
the part of the young and middle aged 
matrons. College girls want their calf- 
skin and their rough and ready oil 
stained moccasins with their sweater- 
skirt outfits. 

All groups include casuals in the 
“must” part of their active footwear 
program. The Westwood Village store, 
being on the University of California 
at Los Angeles campus, very definitely 
senses the college trend for more and 
more platforms for all day and evening 
wear. 

Talks with other merchants make 
it obvious that there is no middle-of- 
the-road course in the casual business. 
Either the store management likes this 
phase of retailing, goes for it in a 
wholehearted way, carrying everything 
the community will accept in the way 
of color and patterns, as well as having 
complete sizes and widths, or else it 
steers away from the entire set-up. 

Operating a family neighborhood 
store with a good stock of casuals by 
no means kills the business in other 
types of footwear. In fact, many new 
customers are attracted to the store 
by windows given over to casual foot- 
wear. 

Although the inventory of the stores 
now runs twenty per cent higher than 
a@ year ago, due entirely to the increase 
in casual buying, the greater volume 
and net profis make this condition a 
healthy one. It is only this past year 
that the casual business has assumed 
the proportions now enjoyed. And from 
today’s aspect, all conditions carefully 
weighed, (including changes in factory 
construction of platforms,) the outlook 
for Spring appears to be an even big- 
ger and brighter one for the informal 

casual business with us. 
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James Edward Dawson 


Buena Vista, VA.— James Edward 
Dawson, 82, retired manager of the 
Leas and McVitty Tannery, died at his 
home here recently after a long illness. 
He was a native of Cumberland, Md. 
He came to Virginia in 1899 as super- 
intendent of the Leas and McVitty 
plant and served in that capacity un- 
til he retired on Wecember 31, 1937. 
During this 38-year period he was 
superintendent of the tannery at Salem 
for three years. He was a former mem- 
ber of the Buena Vista city council. 
He is survived by his widow, Mrs. Caro- 
line Smith Dawson, and four daughters 
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Pledge Window Space 
For Victory Display 

Be.oit, Wis.—A group of local shoe 
firms has pledged window space in their 
stores for the duration of the war for 
display purposes, according to John 
Cook, executive chairman of the Victory 
Display committee. They include the 
Tradehome Shoe Store, Bata Shoe 
Corp., Big Shoe Store, Stanton Shoe 
Store, Groose Shoes, Murkland Shoe 
Store, Jas. Mills & Co., George Bros., 
and the Bean Shoe Co. Every mer- 
chant signing the pledge receives a 
banner for his window. 
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Shoe Man Commissioned 
In Navy 


PoRTSMOUTH, OHIO—W. H. Benton, 
who for the past ten years has been 
in charge of styling the Active Moderns 
line at Selby Shoe Company, recently 
joined the U. S. Navy with the rank 
of Lieutenant Senior Grade. Mr. Ben- 
ton at present is at Harvard University 
taking special training. 


Awarded Minute Man Flag 


CoLuMBus, OHIO — In co-operation 
with the U. S. Treasury Department’s 
bond selling compaign, wherein com- 
panies make monthly deductions from 
employees’ pay, the Walker T. Dicker- 
son Company was the third concern in 
this district to meet its quota. The 
Dickerson Company was awarded the 
official Minute Man Flag which signifies 
that they have signed up over 90 per 
cent of their employees under the plan. 


Elected to Civic Post 


RICHMOND, VA. — Archie P. Cone, 
president of the Stephen Putney Shoe 
Company, has been elected second vice- 
pzesident of the Better Business Bureau 
of Richmond at a meeting of the bu- 
reau’s board of directors. 
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Shoe Window Dramatizes Recorder Theme 


Santa Monica, Calif.—R. J. Matchett, proprietor of Matchett’s Brownbilt Shoe 
Store, built a sales producing window around the pictures of women employed in 
a California airplane factory, as shown in a recent issue of the RECORDER. Three 
pictures of girls operating machines in the plant were used to illustrate the window 
theme of “Low Heels A ‘Must'" for women actively engaged in doing wartime 
work. Many low heeled shoes were grouped around the display card, with the 


entire showing stopping an unusual number of interested people. 


Mr. Matchett 


reports this window, plus his regular business, has resulted in the largest business 
the store has ever experienced for this time of year. 





Edward J. Dittmann 


MT. PLEASANT, MicH. — Edward J. 
Dittmann, former proprietor of the H. 
Dittmann & Son shoe store, here, died 
of a heart ailment which obliged him to 
retire from business in 1937. Mr. Ditt- 
mann’s father, Henry Dittmann, had 
established the store in 1883; Mr. Ditt- 
mann joined the organization in 1900 
and the name of the firm was changed 
to H. Dittmann & Son. In 1910 Mr. 
Dittmann took over the business when 
his father retired. The store enjoyed 
the patronage of customers from a 
large territory. 

A High Mass of Requiem was sung 
in Sacred Heart Church, with burial in 
the family plot in Calvary Cemetery. 
Surviving are his widow, one sister and 
two brothers. 


Footwear Order for WAAC 


Boston, Mass. — Under the procure- 
ment program adopted for equipping 
members of the newly organized Wo- 
men’s Auxiliary Army Corps, contracts 
have been let at the local Quartermaster 
Depot for rubber overshoes and athletic 
shoes. The quantity in each case is 
19,080 pairs. The Hood Rubber Com- 
pany is to make the former and the 
United States Rubber Co. will make the 
latter. 


Buying Brisk at Michigan Show 


Detroit, MicH.—Buying was brisk at 
the three-day Fall Shoe Show held by 


Michigan Travelers at the Hotel Stat- 
ler, although somewhat off from last 
year’s buying figures. Sales in women’s 
shoes appeared good, but in men’s lines 
there was some drop because of the 
drop in retail sales following imposition 
of price ceilings. Many stores in this 
section have been carrying relatively 
heavy inventories, in relation to current 
turnover, and an adjustment is in pros- 
pect, reflected in some slacking off of 
immediate buying except on seasonal 
stock. 

The show occupied the entire four- 
teenth floor of the hotel, with an over- 
flow group of exhibits installed on the 
floor below. Nearly every line regularly 
sold in the territory was represented 
among the exhibitors. 

Color styles predominating at the 
show tended toward antique and Nile 
greens, according to S. S. Weiss, Mich- 
igan Shoe Travelers’ vice-president and 
show chairman. Other colors noted as 
leaders were tan and dark red. 

Calf, especially in tan, was a leading 
material, with suedes strong. Saddle 
stitching was in considerable demand, 
with pumps, spectators, platform types, 
and open toe and heel among the lead- 
ing styles. In high style lines, a trend 
toward plastic items was reported. 

No shoe showing will be held during 
August, but regular monthly showings 
will be resumed on Monday and Tues- 
day, September 14-15, at the Hotel 
Statler. Date has been set back a week 
because of Labor Day. 
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Fight Atmosphere Sells 
Lightweight Shoes to Men 


[CONTINUED FROM PAGE 28] 


arouse a little interest, miniature box- 
ing arenas were built, including the 
overhead floodlight, canvas floors, etc. 
Then with the cooperation of the Holly- 
wood Legion Stadium and several of 
the local newspapers, we were able to 
obtain photographs of all the leading 
lightweight contenders and popular 
fighters of Southern California. These 
photographs were mounted on the back- 
ground with the fighter’s name under 
each picture. 

Through the State Boxing Commis- 
sion, we were abie to get the light- 


weight and welterweight State Cham- . 


pionship belts for exhibition in the 
windows. We also took a picture of 
Dan Tobey, the official fight announcer 
for Southern California, and had a 
blow-up made with a blurb, “Intro- 
ducing, at 13 ounces, the lightweight 
champs of California.” With Tobey in 
the middle of the ring and the shoes 
standing in the corner, we had all the 
fight realism we could get, without 
staging a ten-round battle in our 
lobby. 

For a little added fight atmosphere 
we added a couple of pairs of minia- 
ture boxing gloves, skip rope, pro- 
grams, etc., and after putting in a 
couple of the windows, I felt qualified 
to challenge the champ, myself. The 
display was duplicated in all eight of 
our stores and created quite a bit of 
comment. 

For newspaper tie-up, we used the 
same idea for art work and copy, and 
after the first ten days of the promo- 
tion, we found the results to be very 
gratifying. The shoes really clicked 
and we felt we had won a “round” by 
having the “lightweight champ” in our 
corner. 


Gustav V. Radefeld 


CLEVELAND, OHIO — Gustav V. Rade- 
feld, 84, veteran Cleveland shoe retail- 
er, died at his home here recently, after 
a three weeks’ illness. He had operated 
a store at the same West Side location 
at West 44th Street and Clark Avenue 
for 40 years. “Gus,” as he was known, 
and Mrs. Radefeld celebrated their 58th 
wedding anniversary in April. He is 
survived by his wife, three sons and a 
daughter. 


Contribute to Navy 
Relief Fund 


MANCHESTER, N. H.—The local cam- 
paign for the Navy Relief Society Fund 
was aided by contributions from the 
Louis H. Salvage Shoe Co., Salvage- 
Molloy Shoe Co., Fleisher Shoe Co. and 
Evangeline Shoe Manufacturing Co. 

Each concern gave $50 toward the 
fund, which will be used to care for 
families of men*in the Navy, Marine 
Corps and Coast Guard. 
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Commands Air Field 


RocHESTER, N. Y.— History repeats 
itself, Back in World War I, Edward 
P. Streeter of E. P. Reed. & Company, 
was first a fledgling flyer and later a 


MAJOR E. P. STREETER 


First Lieutenant, pilot and executive 
officer under Major George A. Strate- 
meyer. After the war, “Ed,” as he is 
familiarly known to shoe buyers in 
most of the Middle Western states, 
“flew” around with the E. P. Reed 
lines, making his home in La Grange, 
Illinois. 

Then came December 7th and the 
Japs. And last week “Ed” Streeter 
went back to the wars, this time as 
Major Streeter, attached to the staff of 
the same George A. Stratemeyer, under 
whom he served 24 years ago, now a 
Major General, commanding an im- 
portant air field. 

Major Streeter has been granted a 
leave of absence by E. P. Reed & Com- 
pany, and members of that company’s 
sales staff will pinch-hit for him in 
Illinois, Iowa, Kansas, Nebraska and 


Missouri while “Ed” helps train the 
aviation cadets who will soon be bomb- 
ing Berlin and Tokyo. If we know Ed, 
he is already itching to go along with 
them—and not just for the ride either. 


Stone Shoe Company 
Behind Bond Drive 


CLEVELAND, OHIO — The retail store 
bond drive found the Stone Shoe Com- 
pany ready to do its share. Opening 
festivities at the big downtown store 
at 840 Euclid Avenue included a $5,000 
bond purchase by the company itself. 
Employees also made individual pur- 
chases. 

A special stamp and bond desk was 
set up near the front entrance and one 
of the hosiery girls was assigned to it. 
The entire store was decorated with 
American flags. Throughout the month 
of July, all salespeople were instructed 
to suggest that customers take their 
change in war stamps. Bonds or stamps 
sold at the special desk were delivered 
on the spot. 

Stone’s neighborhood stores as well 
as the big downtown store were active- 
ly engaged in the drive. Employees of 
the organization are 100 per cent hold- 
ers of stamps and bonds. 


Costume Jewelry Shoes 


SAN FRANcIsco—San Francisco wo- 
men responded eagerly to the new 
escapist style of footwear as exempli- 
fied by Summer-black suede profusely 
punched shoes, on the tips of which are 
set sunburst brooches made up of 
garnet, amethyst, sapphire or emerald 
styled stones. The City of Paris shoe 
department reports a strong demand 
for these dressy shoes which extend the 
trend of costume jewelry to the feet. 
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In New Location 


New YorK — Goodwear Shoe Com- 
pany, Inc., wholesale distributors of 
juvenile footwear, has moved to 144 
Duane Street. The company had been 
located at 198 Church Street for the 
past nine years. 


To Reside in Lititz 


Lititz, Pa. — Richard Gould, presi- 
dent of A. J. Beford Shoe, Inc., has 
moved to Lititz and will make his 
permanent residence here. The firm 
manufacturers shoes in this town. 


Michael J. Fornes 


BuFFaLo, N. Y.—Michael J. Fornes, 
«a leather merchant here for many 
years, died at his home recently. He 
was born in Buffalo in 1884, attended 
St. Louis School and Canisus High 
School. After leaving school he enter- 
ed the leather business with his brother, 
the late John M. Fornes. 

Mr. Fornes was a member of the 
Greater Buffalo Shoe Retailers’ Asso- 
ciation. He is survived by his widow, 
three daughters and a brother. 
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Army Orders More Boots 


Boston, Mass. — The International 
Shoe Company has been awarded a con- 
tract to manufacture 27,840 pairs of 
parachute jumpers’ boots, it was an- 
nounced recently at the local Quarter- 
master Depot. This is a specialty boot 
with the upper cut to afford a maximum 
of protection for and support of the 
ankle. The price was not announced. 


Shoe Man a Naval Instructor 


Cuicaco, ILL. — Herbert G. Hanan, 
president of Hanan & Son, has recently 
been advised of acceptance of his ap- 
plication for an appointment in the 


HERBERT G. HANAN 


United States Navy as an instructor. 
Mr. Hanan, who is the fourth genera- 
tion to head the business, comes from 
a long line of yachtsmen and boatmen 
and is an expert on navigation. In past 
years the family has won international 
fame in yachting circles. Mr. Hanan is 
a graduate of Harvard University. He 
is at present waiting assignment to 
active duty. 


Whites Lead 
Philadelphia Sales 


PHILADELPHIA, Pa. — Almost over- 
night the trend in women’s shoes has 
turned to solid white. Play shoes, walk- 
ing shoes, sport shoes, dress types, low 
or high heel, white is the color most 
in demand. 

Bonwit Teller is featuring special 
combinations with striking placards. 
There has been a tremendous uptrend 
in sales for this store due, according 
to Frank F. Walton, buyer, to the new 
Fashion Square counter where color 
combinations of shoes and, accessories 
are prominently displayed. The cus- 
tomer can see at a glance that she can 
get shoes, bag and other knick-knacks 
in matching colors and even, when pos- 
sible, made of the same materials. 

Gimbel’s, Blum’s, Wanamaker’s and 
other large department stores, all agree 
there has been a big pick-up in sales 
since the first of July. 


In May there was a slight let-down 
of 2 per cent, yet this compares a9 
ably with the 1 to 13 per cent for 
partment stores throughout the district. 
Even with this let-down there was an 
increase of 19 per cent over the same 
period of last year. For the first five 
months of 1942 there has been a total 
increase in sales of 27 per cent over 
the same period of 1941. 


Ohio Leather 
Declares Dividends 


Girarp, OHI0O—Common dividend of 
25 cents a share has been declared by 
directors of the Ohio Leather Co., who 
also declared dividends of $2 a share 
on first preferred and $1.75 a share on 
second preferred stock. All were pay- 
able July 1 on stock of record June 22. 


Youth Expresses Itself 
At Fashion Group Lunch 


New York—“Youth Tells Us” was 
the subject of the Fashion Group July 
luncheon held recently in the Astor 
Hotel ballroom. Six of the younger 
generation discussed their careers, pas- 
times, clothes and hopes for the future. 
First speaker, Phoebe Lloyd, office 
worker in the Office of Price Adminis- 
tration in Washington, told of the thou- 
sands of girls in office work there. Their 
average clothes budget of $135 a year 
requires careful planning. Cotton 
dresses and white shoes are the Sum- 
mer uniform. Second speaker, Lucy 
Aldrich, told the Fashion Group that 
she was preparing to enter Barnard in 
the Fall instead of planning a round 
of débutante gaieties. Her friends were 
also preparing for serious work of vari- 
ous kinds. In cosmetics and clothes 
their main idea is never to look dressed- 
up or made-up. 

Grace Johnson, worker in an airplane 
factory in Paterson, N. J., explained 
the functional features of her slacks 
suit. The jacket is made close-fitting 
to prevent catching in machinery; the 
breast pocket to carry her micrometer. 
Shoes are a heavy closed moccasin type 
to keep out steel splinters and dirt. 
Mrs. Henry Preston, Vassar °43, re- 
ported that the married college student 
dresses neatly and smartly. She wears 
colors that will go well with her Army 
or Navy husband’s uniform. 

Experienced agricultural worker at 
17, Shirley Everitt, 4-H Club girl, is 
raising pure-bred Ayleshires. She ap- 
peared at the Fashion Group lunch in 
her dark blue denim dungarees and a 
striped pink shirt. She spends $150 a 
year on her clothes. For date shoes she 
pays $7-8; for sport shoes, $5-6. The 
final speaker on this “Youth Tells Us” 
program was photographer Lisa Roths- 
child, German born, but already the 
happy possessor of her first citizenship 
papers. Enthusiasm, sincerity and 
earnestness of purpose characterized 
her talk. All the speakers emphasized 
their preference for simple but neat, 
attractive clothes. 
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Shoe Sales Gaining Daily 


INDIANAPOLIS, IND.—With June sales 
about one-third higher than at the same 
period of last year, business continues 
to improve and each day shows slight 
gains in sales of footwear. Most sales 
are of leisure shoes, or shoes of the 
lighter types. In sport shoes whites 
with combinations are moving well, and 
ventilated shoes are gaining in popular- 
ity as the Summer progresses. Retail- 
ers report some activity in men’s white 
shoes, many having been sold to the 
recruits at the Naval Armory. Most of 
the leisure types are ties, buckles, moc- 
casin types, toeless styles in wedge 
heels. 

In women’s shoes spectator types are 
moving well. White shoes in dress types, 
and the casual styles predominate. 
There is practically no call for black 
or brown in any style. However, retail- 
ers report an increasing demand for 
lower heels, in play types. One of the 
interesting things is the increasing de- 
mand for shoes for defense workers; 
women engaged in defense plants are 
demanding a special shoe designed both 
for style and comfort, in tan and black 
calf. The soles are heavier and the en- 
tire shoe is built for comfort and style 
combined. 

Retailers are complaining about the 
shortage of efficient help in the sales de- 
partments. With defense plants paying 
high wages, shoe establishments are 
facing a serious problem of help short- 
age. Factory employment shows a gain 
of more than 3 per cent in comparison 
with a year ago. Many of the older 
employees are in the armed forces, and 
those not enlisting or in the draft age, 
are flocking to industries engaged in 
war work. 


Outstanding Sales of 
Bonds and Stamps 


BALTIMORE, Mp.—All the shoe stores 
here—in fact, all the local merchants— 
halted their regular business from noon 
until 12.15 p. m. recently, and, during 
that quarter hour, took part in a city- 
wide campaign to sell defense stamps 
and bonds. No ordinary merchandise 
was offered for sale at that time. In 
the 15 minutes, N. Hess & Sons sold 
$2,500 worth of the stamps and bonds. 
It was the unique method of Hess’ 
participation that proved effective. 

One of the store’s bootblacks, em- 
ployed there for more than 30 years, 
took his stand on the sidewalk with an 
auctioneer’s bell; still another bootblack 
tooted a trumpet and the third called 
attention with the aid of a trombone. 

At least half of the office force was 
on the sidewalk where one of the femi- 
nine clerks added a bonus, through her 
excitement, in the form of a kiss to a 
male patriotic purchaser. The Hess 
stores’ activity in the special 15-minute 
drive was adjuged as definitely putting 
the boots to the Axis. 


Unusual Bond Sales Reported 


CLEVELAND, OH1I0—Many shoe stores 
in the Cleveland area have reported un- 
usual successes in the War Bond drive. 
At the B. R. Baker Co. store a $1,000 
bond sale was inspired in the shine sec- 
tion of the men’s shoe department. The 
purchaser heard an enthusiastic sales 
story as he sat having his shoes shined. 
At the conclusion he stepped over to the 
cashier’s window and bought the bond. 
In this store, as in many others, every- 
one is instructed to talk bonds. 





Receives Minute Man 


Flag from Movie Star 


Portsmouth, O.—Miss Marlene Dietrich presented a Minute Man Flag to Roger A. 

Selby, president of The Selby Shoe Company, here recently. She is shown above 

with Mr. Selby. Miss Dietrich visited Portsmouth on behalf of the War Stamps 

and Bonds Drive, and the results were highly successful. Portsmouth was the first 

city in the country with over 90 per cent of its industries subscribing more than 
90 per cent payroll participation. 
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IN STOCK 


For Immediate Delivery 
Men's Antiqued Elk Loafer Slippers; also Women's 
and Children’s Sheep Wool Lined Bootees. All 
Slippers made on a Prewelt Process with Oak 
Leather So'es and Rubber Heels. 


NASHUA SLIPPER COMPANY 
LOWELL, MASS. 
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QUALITY 
WOMEN'S SHOE JOBS 
FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York Gity 











Doumitt in New Location 


SAN FRANCISCO, CAL.—N. S. Doumitt, 
who operates the Health Spot Shoe 
Shop, has moved to 482 Sutter Street. 


Hanan Opens New 
Michigan Avenue Store 


[CONTINUED FROM PAGE 21] 


usual salon setting. Fitting and selling 
of women’s shoes is done in several 
alcoves and the men’s shoes in a sepa- 
rate section in the rear of the store. 
Thus the entrance is in reality a large 
lobby. Rather than the usual chairs, 
each alcove fitting room is fitted with a 
bright-colored, long double settee. The 
walls of each alcove are lined with 
shelves on which stock is kept. 

Most of the other fixtures are of a 
light-finished wood. These consist of 
a number of small window-type display 
cases and also several tables of card- 
table size on which merchandise is 
skillfully arranged. To the right of 
the entrance is a large handbag and 
hosiery department. Just adjacent to 
the men’s department is a shine stand. 

Herbert G. Hanan, president of 
Hanan & Son, is now the fourth gener- 
ation of the family in the business. 
Charles Lanchantan is vice-president 
and general manager, and Louis Teyk, 
treasurer. The firm also has three 
stores in New York City, one each in 
Baltimore, Detroit and San Francisco, 
and 187 agencies in representative 
cities throughout the country. 





Classified and Want Ads 





SIDE LINE SALESMAN WTD. 


HELP WANTED 


WANTED TO PURCHASE 





LONG ESTABLISHED WHOLESALER DFE. 
SIRES SIDE LINE SALESMAN to carry 
snappy line of popularly priced Children’s Pre- 
welts through North and South Carolina and 
Virginia. Straight commission basis. Must 
have following. State references and present 
lines. Address #586, care Boot & Shoe 
- see 100 East 42nd Street, New York. 





FOR RENT 


STORE AND BASEMENT FOR RENT at 

200 Church Street, corner Duane Street, 
New York City; completely equipped for whole- 
sale Shoe business; rent very reasonable. Ap- 
ply: Goodwear Shoe Company, 144 Duane 
Street, New York City. 








FOR SALE 


FOR SALE: ONLY EXCLUSIVE SHOE 
STORE industrial town North Eastern 





Ohio; established 35 years; excellent business; 
always real moneymaker; good lease; good stock. 
Owner Army bound. Address #583, care Bout 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








Change Monday 
Shopping Hours 


CuicaGo, ILL.—Five downtown men’s 
clothing stores, three of which also sell 
women’s apparel, now are opening at 
noon on Mondays and remain open 
Monday evenings until nine for the 
convenience of workers in war indus- 
tries. The stores are Henry C. Lytton 
& Sons (the Hub), Maurice L. Roths- 
child, Benson & Rixon, Baskin, and 
Broadstreet’s, Inc. The change in hours 
ig to be effective for the duration, and 
according to David Mayer, president of 
the Rothschild firm and chairman of the 
State Street Council, may become per- 
manent. “We expect the plan to be- 
come more popular as our customers 
grow more familiar with it. Our em- 
ployees like it, as it gives them a longer 
week-end and a leisurely Monday morn- 
ing. We felt it wasn’t right to tempt 
war-workers with our offerings or 








CHILDREN’S SHOE BUYER 


Mail Order Company wants an aggres- 
sive Buyer of Children’s Shoes. In your 
letter be sure to give facts showing 
your promotional ability, yearly volume 
of sales, experience, education, age, 
and salary expected. 

Address 584, Care BOOT & SHOE RECORDER 

209 South State “Street, Chicago, til. 











WANTED: EXPERIENCED SHOE SALES- 
MAN, permanent position and good salary 
to right man; must be married, with dependents. 
Address qualifications to P, FIRSTMAN, 461 
Alvarado Street, Monterey, California, 


WANTED: SHOE SALESMAN AND AS- 
SISTANT MANAGER, draft exempt; pre- 
fer one with window dressing and merchandis- 
ing experience. Good pay and bonus to right 
man, Write: HARRY BELLOWS, John Dan- 
ziger, Inc.. Montgomery, Alabama. 








POSITION WANTED 


SHOE BUYER. MANAGER, SALESMAN, 
32 years old; ambitious; best references, 
wishes to make change; will go anywhere with 
good concern. Not subject to draft. Address 
#587, care Boot & Shoe Recorder, 100 East 
42nd Street. New York, N. Y. 


HOTELS 














FOR A GOOD DAY'S WORK 


IN ST. LOUIS 


il-ennox 
HOTEL 
COMPLETELY AIR-CONDITIONED + RATES FROM $3.25 














necessitate their taking time off from 
their jobs to do their shopping. Many 


of them are working 48 hours a week | 


or more, and have no opportunity, ex- 
cept evenings, to shop. These night 
hours ‘will make’ if éasy for them, and 
will help also to relieve traffic con- 
gestion.” 

There also has been considerable dis- 
cussion of the possibility of all State 
Street stores deciding to open Thursday 
evenings beginning in the Fall. 





SHOE STORE WANTED: Write full par 

ticulars; will entertain Cash transaction if 
reasonable. Address #585, care Boot & Shoe 
Recorder, 100 East 42nd Street. New York, 
Be ee 





BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire er phone. 
BARSH & 


CEASAR 
19 N. Fourth St. ra Pa. 
Phone Market 1 








WE BUY 
Retail 


or us Wholesale and 
Also Branded Shoes euch as 


Entire 
Stocks. 
a Florsheim, Enna Jettick, bt 4 


ty, Arch Preserver, Quality, 
tonians, Stetson, Red Cross. Nuna-Bush, Ete. 
IRVIN RUBIN 
“The House of Jobe” 
89 Reade St., Cor, Charch 
Phone Barclay 17-7887. New York Clty 








SELL YOUR SURPLUS STOCKS 
to 
KIRSCH-BLACHER CO., INC. 


Visit our new warehouses 


108-110 Duane Street, New York 
Pheane' WOrth 2-5577 end 878 ene 4878 








SHOE STORES WANTED 
FOR CASH 
Men's, women’s, children’s shoes retailing 
85.00 a Short 


Tawaual references an request 








-— CASH 


For Bntire Stocks or Surplus Merchan- 
dise. This ts a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 
120 N. Fearth &t.. Pkiladeipbia, Pa. 
Phone Lombard 2062 














CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with o maximum of 46 words. 
Classified advertising is payable in advance. 
&& Advertisements for this page must be in our New York Office on Friday of the week preceding publication 
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Adopts Group 
Insurance Program 


New York — Eugene Brindis, presi- 
dent of the Laconia Shoe Company, 
Inc., of Laconia, N. H., has announced 
the company’s adoption of a double 
coverage group insurance program 
which provides employees with sickness, 
accident and hospital expense benefits. 

The plan is being underwritten by 
the Metropolitan Life Insurance Com- 
pany on a cooperative basis whereby 
the employees contribute fixed amounts 
and the employer bears the balance of 
the entire net cost. 

Under the terms of the plan, workers 
will receive from $10 to $30 a week 
in case of sickness or non-occupational 
injury, and will be paid from $3 to $5 
a day for a maximum period of 31 days 
when confined to a hospital. 

The group plan also includes visiting 
nurse care and the distribution of 
pamphlets on health conservation and 
‘disease prevention. 


Scrap Pile Yields Rubber 
For Salvage 


Detroit, MicH. — The scrap pile of 
rubber heels discarded by the Wolverine 
Shoe and Tanning Company of Rock- 
ford, Mich., has placed that town far 
in advance of all Michigan cities in per 
capita contribution to the scrap rubber 
drive. Figure is 80.2 pounds per capita, 
for a population of 1600, which turned 
in 123,345 pounds of rubber. 

The scrap was reclaimed from the 
pile by a carefully - worked out com- 
munity project in which a large num- 
ber of the local residents participated. 


Isaac B. Smith 


INDIANAPOLIS, IND.—Isaac B. Smith, 
retired shoe salesman, died recently at 
his home, here. He was seventy-one 
years old. He had traveled in Indiana, 
Illinois and Western Ohio for many 
years prior to his retirement about ten 
years ago. He is survived by his widow, 
four daughters and one brother, a sister 
and five grandchildren. He was an 
active member of the Sahara Grotto 
and the Masonic Lodge, and a lifelong 
member of the Methodist church. Burial 
took place in Washington Park ceme- 
tery. 


Must Wear Stockings When 
Trying on Shoes 


RocHEster, N. Y. — Shoe retailers 
here generally approve the stand of 
Health Commissioner Fronzak of Buf- 
falo, who urges shoe merchants not to 
permit stockingless women to try on 
new shoes. 

“Please insist that your prospective 
customers wear stockings or socks,” he 
advised, declaring that to try on shoes 
without stockings is to increase the 
danger of transmitting skin diseases. 


July.48, 1942 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





TAL AM ID 


P. ©. Box 146, Los Angeles, Col. 





The Editor’s Outlook 
[CONTINUED FROM PAGE 22] 


may come. We are sensing that in the 
recent controls put upon the nation’s 
entire supply of cattle hides, calf and 
kipskins and buffalo hides. There’s a 
very significant paragraph in that sys- 
tem of controls, i.e., “The tanner may 
not tan any hides for any purpose other 
than for leather to be used in the prod- 
ucts stated in his application for au- 
thority to purchase hides; unless the 
hides he obtains are found to be unsuit- 
able for such a purpose by a qualified 
expert.” 

Those shortages may become serious 
but let’s never forget that animals too 
are individualistic. Skins vary in 
weight, substance and quality. To get 
a million pairs of soles out of the best 
part of the bends maybe two and a half 
million hides have to be tanned. The 
surplus, after Army needs are satisfied, 
naturally flows into the civilian field. 

Remember, always, every single fac- 
tor pertaining to footwear seems to 
have within it that character of in- 
dividualism. This is not a mass-pro- 
duction industry in the general use of 
the term. This is an industry that is 
built on the final sale of an item to an 
individual, over the fitting stool, War 
makes individual fitness more and more 
necessary. 


July Clearance Sales 
In Progress 


SAN FRANcisco. CALIF. — The war 
has not interfered with the customary 
July clearance sales of San Francisco 
shoe stores, and large display ads in 
the daily papers offer-many excellent 
bargains in all types of shoes. The 
prospect of saving and the increased 
buying power of industry have crowded 
the stores, and an excellent volume of 
business is reported from all districts. 
This has even been extended to the vari- 
ous “shoe clinics” maintained by stores, 
and a record number of shoes are be- 
ing brought in for resoling and repairs. 


MAKE MORE SALES 
with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abrormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre- 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 

. slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


$12-% 


Curved type tron 


Special combination offer $25.00 (fluids in- 
cluded in above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 





Gifts for the 
Boys in the Service 


BINGHAMTON, N. Y.—One thousand 
gift boxes have been presented by the 
Endicott Johnson Athletic Association 
to workers who have been called into 
the nation’s armed service, Leo Calla- 
han reports. Cigarettes, candy, gum 
and fruit are in the gift boxes. Em- 
ployes have also given $20,000 to fur- 
nish relief for stricken peoples in other 
lands, the money going through the 
Workers’ War Chest. 


Plant Planning Expansion 


LACONIA, N. H.—Expansion of the 
Laconia Shoe Co. is contemplated, in 
order to fill contracts for the govern- 
ment, it has been revealed. 

The firm, which is operating in a 
former Laconia Car Co. factory, has 
negotiated for the lease of additional 
floor space in the former car company 
office building. Both buildings are own- 
ed by the city of Laconia. 

Eugene Brindis is president of the 
shoe manufacturing concern. 


Opens Men’s Shoe Department 


WALLA WALLA, WasH.—Sam Taylor, 
formerly of Pendleton, Ore., has recent- 
ly opened the newest men’s shoe outlet 
here. He has established “The New 
York Store” at 120-122 West Main 
Street, stocking work, play and dress 
shoes, as well as haberdashery. 
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“LONGER WEAR 
with 
PROPER CARE" 


GOOD WILL by 
PROUDLY RECOMMENDING 


and you will be amazed at the 
large number of repeat calls you 
will receive for this QUALITY 
leather preservative. A FREE 
regular size container of KIWI 
and full particulars including 
data on the “KIWI SILENT 
SALESMAN” will be sent upon 
your request. 


LYONS & COMPANY 


122 DUANE ST., N. Y. C. 
SELL KIWI — AND BE SURE 





Dates to Remember 


Fall Shoe Show, Buffalo Affiliated 
Shoe Trades, Hotel Statler, Buf- 
falo, N. Y. July 19, 20, 1942 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 

July 27, 28, 1942 

Annual Outing, Greater Buffalo 
Shoe Retailers’ Association, 
Lamm Post, Williamsville, N. Y. 

August 19, 1942 

Monthly Shoe Show, Michigan 
Shoe Travelers’ Association, 
Hotel Statler, Detroit, Mich. 

September 14, 15, 1942 


National Shoe Fair, Hotel Stevens, 
Chicago, Illinois. 
November 2, 3, 4, 5, 1942 
Michigan Annual Shoe Fair, De- 


troit, Michigan. 
November 8, 9, 10, 1942 





Business Reported Hesitant 


Boston, Mass.—Archie Kaplan of the 
Colonial Tanning Company, who re- 
cently paid a visit to the New York 
City territory, reports that business is 
rather quiet and that everybody is 
watching and waiting to see what is 
going to develop as a result of hide 
allocations and other government regu- 
lations. 
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Most Styles $10 to $13.50. 
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Tex Stride-Rite Fall catalog 
has been completed weeks earlier than usual to enable 
Stride-Rite dealers to prepare their stocks in ample time in the 
event of slower transportation or other delays. This edition 
contains the same complete range of fine juvenile styles and 
sizes . . . gives a broad selection adequate to meet the needs of 
any juvenile department in the land. If you are a Green cus- 
tomer, your copy is now on the way to help you balance your 


stocks, keep your inventory down, and your turnover up. 
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